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This  bulletin  has  been  prepared  primarily  for  the  student  interested  in  either  full  or 
part-time  study  in  the  School  of  Business  Administration.  Bulletins  and  degrees  offered 
by  the  other  Schools  and  Colleges  of  The  American  University  are: 

The  Bulletin  of  the  College  of  Arts  and  Sciences.  Degrees  offered:  Associate  in 
Arts;  Bachelor  of  Arts;  Bachelor  of  Science;  Master  of  Arts  (anthropology,  art, 
communication,  economics,  economic  history,  education,  English,  guidance  and 
counseling,  history,  mathematics,  music,  philosophy,  psychology,  sociology, 
statistics);  Master  of  Science  (biology,  chemistry,  geology);  Master  of  Science 
in  Science  Teaching;  Master  of  Education. 

The  Bulletin  of  the  School  of  Government  and  Public  Administration.  Degrees 
offered:  Associate  in  Arts;  Associate  in  Public  Administration;  Bachelor  of  Arts; 
Bachelor  of  Science  in  Public  Administration;  Master  of  Arts  (government, 
public  administration). 

The  Bulletin  of  the  School  of  International  Service.  Degrees  offered:  Bachelor  of 
Arts;  Master  of  Arts;  Master  of  International  Service. 

The  Bulletin  of  the  Division  of  General  and  Special  Studies  (will  be  available  in 
the  Fall  of  1958).  Non-degree  granting  division  of  the  University. 

The  Bulletin  of  the  Graduate  School.  Degrees  offered:  Doctor  of  Philosophy 
(business  administration,  economics,  economic  history,  government,  history, 
international  relations  and  organization,  mathematics,  psychology,  public  admin- 
istration, sociology,  statistics);  Doctor  of  Education. 

The  Bulletin  of  the  Washington  College  of  Law.  Degrees  offered:  Bachelor  of  Laws. 


The  Bulletin  of  the  Wesley  Theological  Seminary.  (Affiliated  with  the  University 
and  located  on  its  campus).  Degrees  offered:  Bachelor  of  Sacred  Theology; 
Master  of  Sacred  Theology. 


For  complete  information  and  appropriate  bulletin  concerning  each  College  or  School 
of  the  University,  phone,  write,  or  visit: 

OFFICE  OF  THE  DIRECTOR  OF  ADMISSIONS 
THE  AMERICAN  UNIVERSITY 

Washington  16,  D.  C. 
Telephone:  WOodley  6-6803 

The  American  University  is  accredited  by  the  Middle  States  Association  of  Colleges  and  Secondary 
Schools  and  the  University  Senate  of  The  Methodist  Church.  It  is  a  member  of  the  Association  of 
American  Colleges,  the  Association  of  Urban  Universities,  the  Association  of  University  Evening 
Colleges,  and  the  National  Intercollegiate  Athletic  Association.  The  School  of  Business  Administration 
is   a  member   of  the   Middle  Atlantic  Association   of   Colleges  of  Business  Administration. 

The  University's  Washington  College  of  Law  is  a  member  of  the  Association  of  American  Law  Schools 
and  is  approved  by  the  American  Bar  Association. 
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Academic  Calendar 


Treasury  Department 


REGULAR  SEMESTERS*  1958-59  1959-60  1960-61 

Fall  Semester 

Classes  begin  Sept.  18  Sept.  16  Sept.  22 

Veterans'  Day  holiday  Nov.  11  Nov.  11  Nov.  11 

Thanksgiving  Recess  Nov.  27-30  Nov.  26-29  Nov.  24-27 

Christmas  Recess  Dec.  21-Jan.  4  Dec.  20- Jan.  3  Dec.  20-Jan.  2 

Final  examinations  Jan.  19-27  Jan.  18-26  Jan.  23-31  and 

Feb.  3 


Spring  Semester 

Classes  begin 

Washington's  Birthday  holiday 

Spring  Vacation 
Final  examinations 

Memorial  Day  holiday 
University  Commencement 


Summer  Sessions — Dates  to  be  announced. 


*  See  University  bulletin  for  each  semester  for  detailed  schedule.  The  academic  calendar 
given  above  is  subject  to  adjustment  or  changes  which  will  be  announced  prior  to  the 
opening  of  each  semester. 

The  University  reserves  the  right  to  change  any  of  the  regulations  set  forth  in  this 
publication,  to  cancel  or  change  the  course  offering  at  any  time  without  notice,  and  all 
persons  shall  be  bound  thereby,  including  enrolled  students. 


Feb.  5 

Feb.  4 

Feb.  9 

Feb.  23  (evening 
classes  meet) 

Feb.  22  (evening 
classes  meet) 

Feb.  22 

Mar.  26-Apr.  ] 

Apr.  14-20 

Mar.  30- Apr.  5 

May  26-June  3 
and  June  6 

May  25-June  2 

May  29-June  8 

May  30 

May  30 

May  30 

June  7 

June  5 

June  11 

This  bulletin  is  published  by  The  American  University,  Massachusetts  and  Nebraska  Avenues, 
Northwest,  Washington,  D.  C,  7  times  during  the  odd  years;  twice  in  January,  twice  in  May, 
twice  in  September,  and  once  in  December ;  6  times  during  the  even  years,  twice  in  January 
twice  in  May,  and  twice  in  September.  Entered  as  second  class  mail  matter  at  the  Post  Office, 
Washington,  D.  C.  under  act  of  August  24,  1912.    Volume  34,  Number  4,  May  1958. 
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The  Faculty 


Education  for  business  leadership  calls  for  a  broad  base  of  general  education, 
an  understanding  of  our  business  system,  the  ability  to  think  in  terms  of  the  busi- 
ness climate  and  a  knowledge  of  the  "why's"  of  business  practices.  These  are 
some  of  the  criteria  used  in  selecting  faculty  for  the  School. 

The  full-time  faculty  reflects  the  combination  of  strong  academic  background, 
and  business  and  consulting  experience. 

Supplementing  the  full-time  faculty  are  experts  from  business  and  government 
who  serve  on  the  part-time  faculty  and  as  guest  lecturers.  Utilizing  the  knowledge 
and  experience  of  practicing  executives  has  many  advantages.  Students  meet 
leaders  in  various  fields,  are  kept  closely  in  touch  with  current  developments, 
learn  how  operating  executives  think,  and  enjoy  many  benefits  not  generally  avail- 
able to  college  students. 

For  non-business  courses,  the  School  draws  upon  the  entire  University  faculty 
of  nationally  and  internationally  recognized  scholars  and  experts  in  the  various 
areas  of  the  curriculum. 


FULL-TIME  FACULTY 

Professors 


NATHAN  A.  BAILY  (1946),  B.S.S.,  College  of  the  City  of  New  York;  M.A.,  Ph.D., 

Columbia 

NIKOS  G.   PHOTIAS   (1949),   B.A.,  Athens  University;  M.B.A.,  Handelshochschule- 

Koenigsberg;  M.Sc.Pol.,  Ph.D.,  Albertus  University-Koenigsberg;  LL.D.,  Friedrich 
Wilhelm  University-Berlin 

STANLEY  I.  POSNER  (1956),  B.A..  Amherst;  M.A..  Chicago 

JOHN  H.  SMITH  (1947),  B.A.,  Iowa  State  Teachers  College;  M.B.A..  Ph.D..  Chicago 

HAROLD  B.  WESS  ( 1953 ),  B.S.,  College  of  the  City  of  New  York 

Emeriti 

FRITZ  KARL  MANN  (1936),  Dr.Jur.,  Goettigen;  Ph.D.,  Berlin 

LEON   C.    MARSHALL    (1936).   B.A.,   LL.D.,  Ohio  Wesleyan;  B.A.,    M.A.,  Harvard 


Associate  Professors 

THEODORE  H.  LEVIN  (1947),  B.A.,  M.A.,  Brooklyn 

WALTER  F.  MUHLBACH  (1957).  Ph.B.,  Chicago;  M.A.,  Ohio  State 

JAMES  W.  WILSON  (1958),  B.S.,  M.B.A.,  Washington 


A  s  s  is  I  a  n  I  P)  of  ess  o  rs 

ELOISE  NELSON  MAGAW  (1949),  B.S.,  Iowa;  MA.,  Columbia 

HARRY  ROSENTHAL  (1953),  B.S.,  M.B.A.,  American 

CHARLES    W.    VAN    WAY,    JR.    (1956),    B.S.,    U.    S.    Military    Academy;    M.B.A. 
American 

Instructors 
LAURA  L.  KARADBIL  (1957),  B.S.,  M.B.A.,  American 


PART-TIME  FACULTY 

Adjunct  Professors 

HUGH   C.    BICKFORD    (1947),   Tax   Attorney;   LL.B.,   LL.M.,   National   University; 
B.S.,  M.A.,  American 

HARRY  W.  KETCHUM   (1939),  Director,  Office  of  Distribution,  U.  S.  Department 
of  Commerce;  B.A.,  Denver;  M.B.A. ,  Harvard 

ELMER  C.  KOCH  (1940),  Research  Accountant,  Securities  and  Exchange  Commission; 
B.S.,  M.S.,  University  of  Illinois;  LL.B.,  University  of  Wisconsin 

EUGENE  C.  MOYER  (1947),  Manager,  Washington  Office,  Arthur  Young  and  Com- 
pany, Board  of  Accounting  of  D.  C;  B.S.,  Georgetown;  C.P.A.,  State  of  Maryland 

MYLES  E.  ROBINSON   (1949),  Director,  Bureau  of  Coal  Economics,  National  Coal 
Association;  B.A.,  M.A.,  Ohio  State;  Ph.D.,  Northwestern 


(Date  in  parentheses  following  each  name  is  the  date  of  first  appointment  to  the  Faculty) 


Professorial  Lcclu rers 

RUSSELL  S.  BERNHARD,  Attorney;  B.S.,  M.A.,  Northwestern;  LL.B.,  Harvard 

WILLIAM  J.  BURNS,  General  Manager,  Movers'  Conference  cf  America,  American 
Trucking  Association;  B.S.,  University  of  Maryland 

HAL  N.  CARR,  President,  North  Central  Airlines;  B.S.,  Texas  A&M 

ALFRED   D  ALESSANDRO,   Controller's  Office,  Naval  Gun  Factory;   B.C.S.,   LL.B., 
Northeastern;  M.B.A.,  Boston;  M.A.,  Harvard;  C.P.A.,  State  of  Massachusetts 

LAWRENCE  DOBROW,  Partner,  Larrabee  Associates  Advertising  Agency;  B.A.,  New 
York 

BERNARD  T.  DODDER,  President,  Dodder  Mutual  Insurance  Agency;  B.S.,  Oklahoma 
A&M;  M.S.,  Iowa  State 

JACK    P.    DONIS,    Treasurer,    Lansburgh's   Department    Store;    B.A.,    M.B.A.,    Ph.D., 
Chicago 

E.   J.    ENGQUIST,   JR.,  Director,  Statistics  Division,   Internal   Revenue  Service;  A.B., 
Lawrence  College;  M.A.,  University  of  Illinois;  Ph.D.,  Northwestern 

ARTHUR  M.  FISHER,  Secretary,  Weinberg  &  Bush,  Realtors;  Secretary,  D.  C.  Chapter, 
American  Institute  of  Real  Estate  Appraisers;  MA. I.,  S.R.A. 

LLOYD  FLETCHER,  JR.,  Attorney;  B.S.,  Texas;  J.D.,  George  Washington 


EDWIN  C.  FORS,  Accountant,  Securities  and  Exchange  Commission;  B.A.,  Harvard; 
C.P.A.,  District  of  Columbia 

NELSON  P.  GRELLER,  President,  Nelson  P.  Greller  &  Associates,  Management  Con- 
sultants; B.S.  in  C.E.,  New  York;  P.E.,  District  of  Columbia 

JOHN  B.  HILL,  Accountant,  Securities  and  Exchange  Commission;  B.S.  in  C.E.,  Tufts; 
C.P.A.,  State  of  Pennsylvania 

LEONARD  I.  JACOBS,  Engineer,  Department  of  Air  Force;  Consultant,  Nelson  P. 
Greller  &  Associates,  Management  Consultants;  B.C.E.,  College  of  the  City  of  New 
York;  P.E.,  District  of  Columbia 

HARRY  KAHN,  JR.,  Member  of  New  York  Stock  Exchange;  President,  Treasurer,  and 
Director,  Automation  Investments  Company;  B.A.,  M.P.A.,  Harvard 

MAXWELL  KAUFMAN,  Branch  Chief,  Corporation  Finance  Division,  Securities  & 
Exchange  Commission;  B.A.,  Brown;  M.B.A.,  Harvard 

ROBERT  W.  KING,  Agency  Accounting  Officer,  Housing  and  Home  Finance  Admin- 
istration; B.B.A.,  Washington;  C.P.A.,  State  of  Maryland 

JAC  LEHRMAN,  Vice-President,  Giant  Food  Department  Stores 

MELVIN  E.  LEWIS,  Accountant;  A.B.,  George  Washington;  M.A.,  American;  C.P.A., 
State  of  Virginia 

EZEKIEL  LIMMER,  Transportation  Economist,  Civil  Aeronautics  Board;  A.B.,  Brown; 
A.M.,  Columbia;  Ph.D.,  American 

AUBREY  R.  MARRS,  Tax  Attorney;  LL.B.,  Columbia 

ARTHUR  A.  MAY,  Realtor  and  Appraisal  Consultant;  M.S.,  Detroit  Institute  of  Tech- 
nology; M.A.I. 

FERD  NAUHEIM,  Partner,  Kalb  Voorhis  and  Company;  Direct  Mail,  Sales,  and  Sales 
Training  Consultant;  Past-President,  Washington  Sales  Executives  Club 

STANLEY  NEHMER,  Economist,  International  Bank  for  Reconstruction  and  Redevel- 
opment; B.S.S.,  College  of  the  City  of  New  York;  M.A.,  Columbia 

WILLIAM  C.  PENNINGTON,  Accountant;  B.S.,  University  of  Maryland;  C.P.A.,  State 
of  Maryland 

THOMAS  L.  PHILLIPS,  Realtor;  Past-President,  Washington  Real  Estate  Board;  LL.B., 
Georgetown 

A.  M.  PROTHRO,  Director,  Legal  Division,  Federal  Housing  Administration;  B.A., 
Baylor;  LL.B.,  George  Washington 

ARTHUR  L.  RAYHAWK,  Management  Engineer,  National  Security  Agency;  A.B., 
Regis  College;  M.A.,  Ph.D.,  Catholic 

JOHN  R.  RIGGLEMAN,  Economist,  Federal  Trade  Commission;  B.A.,  Cornell; 
M.B.A.,  Harvard;  Ph.D.,  Johns  Hopkins 

DAVID  G.  SACHS,  Partner,  George  S.  King  Company,  Realtors;  B.A.,  Michigan; 
M.B.A.,  Harvard 

JACOB  SEIDENBERG,  Executive  Director,  President's  Committee  on  Government 
Contracts;  B.S.,  Temple;  LL.B.,  Pennsylvania;  Ph.D.,  Cornell 

CLARK  L.  SIMPSON,  Comptroller,  Federal  National  Mortgage  Association;  B.B.A., 
Fenn  College,  M.C.S.,  Catholic;  C.P.A.,  State  of  Ohio 

MILTON  A.  SMITH,  Associate  General  Counsel,  United  States  Chamber  of  Commerce; 
LL.B.,  Washington  College  of  Law 

NATHANIEL  STEWART,  Staff  Advisor  to  Director  of  Industrial  Relations  and  Man 
Power,  Department  of  the  Navy;  B.S.,  M.S.,  College  of  the  City  of  New  York; 
D.E.,  Columbia 

CAREY  WINSTON,  President,  The  Carey  Winston  Company;  Past-President,  Washing- 
ton Real  Estate  Board;  C.P.M. 


Lecturers 

JESSE  E.  AIKEN,  Realtor;  B.A.,  Duke 

MacGREGOR    A.    AYER,    Director   of   Personnel,    Government   Services,   Inc.;   M.A., 
Munich 

RALPH  BAILEY,  Accountant;  LL.B..  Southeastern;  C.P.A.,  District  of  Columbia  and 

Maryland 

CHARLES  G.  BERNS,  Attorney;  A.B.,  Pennsylvania  State  College;  A.M.,  Columbia; 
LL.B.,  Fcrdham 

OSCAR  BESSIO,  Engineer,  Navy  Department;  B.S.  in  M.E.,  Cooper  Union;  M.S.  in 
M.E..  Columbia;  M.B.A..  American 

RICHARD  L.  BOLSTER.  Registered  Representative,  Harris,  Upham  &  Co.;  B.S., 
American;  M.B.A.,  New  York 

DONALD  R.  BRENNER.  Attorney;  B.Sc,  LL.B.,  Ohio  State 

DAVID  BROOKS,  Accountant;  B.C.S.,  M.C.S..  Benjamin  Franklin;  C.P.A.,  District  of 
Columbia 

HERBERT  R.  BROWN,  Personnel  Director.  National  Education  Association;  B.S., 
M.A.,  New  York 

BERNARD  S.  BROWNING,  Management  Consultant;  Regional  Distributor,  Simplified 
Tax  Records;  M.B.A..  Harvard 

ARTHUR  R.  CARNDUFF,  Attorney;  A.B..  Harvard;  LL.B.,  Southeastern 

GEORGE  M.  CARPENTER.  Executive  Vice-President  and  Treasurer,  Frank  S.  Phillips, 
Realtors 

CHARLES  T.  COLLIER,  Training  Instructor,  Safeway  Stores 

ALVIN    DOBBIN,  Training  Director,  Giant  Food  Department  Stores;  B.S.,  American 

STANLEY  R.  DURKEE,  Partner,  Johnston,  Lemon  and  Company,  Investment  Bankers; 
B.A.,  Amherst 

LELIA  EASSON,  Office  of  Distribution,  Department  of  Commerce;  B.A.,  University  of 
Washington;  M.S.,  University  of  Chicago 

BERNARD  H.  EHRLICH,  Attorney;  A.B.,  LL.B.,  LL.M.,  George  Washington 

ELIZABETH  TAYLOR  EVANS,  B.A.,  University  of  Maine,  C.P.A. 

GEORGE  FERRIS,  JR.,  Partner,  Ferris  and  Company,  Investment  Bankers;  B.S., 
Princeton;  M.B.A.,  Harvard 

JOSEPH  H.  FREEMAN,  Chief,  Consumer  Price  Index  Section,  Division  of  Prices  and 
Cost  of  Living,  Department  of  Labor;  B.A.,  M.A.,  Clark 

WILLIAM  A.  FURMAN,  JR.,  Realtor;  M.A.I. ;  B.S.,  Lehigh;  LL.B.,  George  Washington 

ROBERT  M.  GELMAN,  Investment  Analyst;  B.A..  New  York;  M.A.,  Catholic 

HELEN  M.  GIBBS,  Research  Consultant,  Ocean  Shipping  and  Trade;  B.A.,  Sioux  Falls 
College;  M.A.,  Stanford 

ROBERT  E.  GOLDSTEN,  Partner,  Goldsten  Bros.,  Realtors;  B.S.,  LL.B.,  Virginia 

EDWARD  R.  HAIGLER.  Attorney;  M.C.S.,  LL.M.,  M.P.L.,  Southeastern;  M.B.A., 
American 

D'ARCY  HARVEY,  Chief,  Program  Control  Staff,  Civil  Aeronautics  Administration; 
B.A.,  University  of  Montana;  M.A.,  University  of  Chicago 

GENE  W.  HOUSER,  Accountant;  B.S.,  American;  C.P.A. ,  State  of  Virginia 

ELBERT  T.  HOVATTER,  ARDC,  United  States  Air  Force;  M.B.A.,  American 

CLYDE  W.  HUMPHREY,  Specialist  for  Business  Education,  United  States  Office  of 
Education;  B.S.,  Eastern  Kentucky  State  College;  M.A.,  George  Peabody  College 
for  Teachers 


GERALDINE  INGRAM 

VIRGINIA  W.  JAMES,  B.S.  in  Bus.  Ed.,  Stetson;  M.A.  in  Bus.  Ed.,  Columbia 

EDWARD  R.  JOHNSON,  Attorney;  B.S.,  North  Carolina;  LL.B.,  Columbus 

MARTIN  L.  KAMEROW,  Accountant;  B.C.S.,  M.C.S..  Benjamin  Franklin;  C.P.A., 
Virginia,  Maryland  and  District  of  Columbia 

ANNE  G.  KANTOR,  Market  Research  Consultant;  B.A.,  Hunter  College 

NICHOLAS  KAPNISTOS,  Attorney;  B.S.,  Bethany  College;  M.B.A.,  LL.B.,  American 

THEODORE  S.  KLISTON,  Section  Chief,  Corporation  Finance  Division,  Securities  and 
Exchange  Commission;  B.B.A..  College  of  the  City  of  New  York;  M.B.A.,  New 
York;  Ph.D.,  American 

NATHAN  LACHER,  Supervisory  Auditor,  Department  of  Agriculture;  B.S.,  College 
of  the  City  of  New  York;  LL.B.,  New  York;  C.P.A.,  State  of  New  York 

GEORGE  J.  LINK,  General  Agent,  National  Metropolitan  Corporation;  B.S.,  Roanoke 

GORDON  L.  LIPPITT,  Program  Director,  National  Training  Laboratories,  National 
Education  Association;  B.S.,  Springfield;  B.D.,  Yale;  M.A.,  Nebraska 

CURT  C.  MACK,  Frederick  W.  Berens,  Realtors;  M.A.I. 

FREDERICK  A.  MARSTELLER,  Marsteller,  McCabe  &  Co.,  Realtors;  B.A.,  Washing- 
ton &  Lee 

WILLIAM  MASTBROOK,  B.A.,  American 

JOSEPH  MENSH,  Sidney  Z.  Mensh  &  Co.,  Realtors;  LL.B.,  LL.M.,  National 

MALCOLM  D.  MILLER,  Chief  Counsel,  Transportation  &  Public  Utilities  Division. 
Office  of  General  Counsel,  General  Services  Administration;  B.A.,  Grinnell;  LL.B., 
Georgetown 

ROBERT  W.  MILLER,  Secretary-Treasurer,  Public  Relations  Research  Associates;  B.A., 
College  of  the  Pacific;  M.B.A.,  Harvard 

ROBERT  MINTZ,  Chief,  Financial  Management  and  Procedures  Office,  Diamond 
Ordnance  Fuze  Laboratories;  B.S.,  New  York;  LL.B.,  St.  John's;  C.P.A.  State  of 
New  York 

DAVID  OSNOS,  Attorney;  A.B.,  LL.B.,  Harvard 

RALF  H.  OWEN,  Attorney;  B.A.,  Swarthmore;  LL.B.,  Temple 

MILTON  PEARL,  Real  Estate  Division,  Chief  of  Engineers,  U.  S.  Army;  A.B.,  J.D., 
New  York 

FRANK  H.  RICH,  President,  Rich's  Shoe  Stores;  B.S.,  Lehigh 

AARON  ROSLOFF,  Accountant,  Morris  B.  Hariton  Company;  B.S.,  American;  C.P.A., 
District  of  Columbia 

BOYD  B.  SIBERT,  JR.,  Registered  Representative,  Ferris  &  Company;  B.S.,  U.  S.  Naval 
Academy;  M.B.A.,  Harvard 

ALBERT  H.  SMALL,  Economist,  General  Services  Administration;  A.B.,  Brooklyn 
College;  M.A.,  American 

M.  ANTHONY  SONNINO,  Senior  Examiner,  Civil  Aeronautics  Board;  M.A.,  George 
Washington;  M.B.A.,  Ph.D.,  American;  C.Sc.D.,  University  of  Rome 

ROBERT  W.  STRAUS,  Consultant  in  Human  Relations;  B.A.,  Harvard 

GEORGE  E.  STRONG,  General  Counsel  and  Assistant  to  Director,  Federal  Mediation 
and  Conciliation  Service;  Ph.B.,  Chicago;  A.B.,  Kansas;  LL.B.,  George  Washington 

RAYMOND  VARRONE,  Head,  Managerial  and  Administrative  Program,  Training 
Branch,  Departmental  Civilian  Personnel  Division,  Department  of  the  Navy;  A.B., 
Manhattan  College;  M.A.,  New  York 

GEORGE  C.  WEBSTER,  President,  George  C.  Webster  and  Associates,  Management 
Consultants;  B.S.,  Maryland;  M.B.A.,  Harvard;  LL.B.,  LL.M.,  Georgetown 

HARRY  J.  WHEATON,  B.B.A.,  University  of  Washington 


Business  Advisory  Board 

To  ensure  that  its  programs  meet  the  highest  possible  standards,  that  it 
truly  prepares  men  and  women  for  executive  responsibilities,  the  School 
looks  to  its  Business  Advisory  Board.  These  distinguished  business  execu- 
tives guide  the  development  of  the  School  and  serve  as  a  channel  of  com- 
munication between  the  School  and  the  business  world. 

The  faculty,  students,  and  administration  are  deeply  grateful  to  these 
executives  who  are  devoting  time  and  effort  to  the  education  of  our  future 
business  leaders.  Through  such  active  interest  and  participation,  our  business 
system  will  reach  new  heights,  enabling  all  Americans  to  enjoy  continued 
economic  freedom  and  the  highest  possible  standard  of  living. 


Philip   M.   Talbott   (Chairman) 
Senior   Vice-President, 

Secretary,    Director 
Woodward  and  Lothrop 
Past-President 
U.S.  Chamber  of  Commerce 
Washington  Board  of  Trade 
National  Retail  Merchants 

Association 
Washington,  D.  C. 

Earl  Bunting  (Vice-Chairman) 
Bunting,   Calkins  &  Leach, 

Management  Consultants 
Managing   Director,    Retired, 

and  Honorary  Vice-President 
National  Association  of 

Manufacturers 
Washington,   D.    C. 

Melvin  H.  Bakes 

Chairman  of  the   Board 
National   Gypsum    Company 
Buffalo,    New   York 

Joel  Barlow 
Attorney 

Covington   &    Burling 
Washington,  D.  C. 

John   T.   Barnett 
Genera)    Manager, 

Washington  Area  Stores 
Sears,  Roebuck  &  Company 
Washington,    D.    C. 

Daniel  W.  Bell 

President,  Chairman  of  the 

Board 
American  Security  &  Trusl 

Company 
Washington,  D.  C. 

Paul  H.  Bolton 

Executive   Vice-President 
International  Association  of 

Wholesalers 
Washington,    D.    C. 

Everett  J.  Booth  by 
President 
Washington  Gas  Light 

Company 
Washington,  D.  C. 

Lemuel  R.  Boulware 
Vice-President 
General  Electric  Company 
New  York,  New  York 

B.    B.    BURGUNDER,    Jr. 

Vice-President 

The  S.  Kann  Sons  Company 

Washington,    D.    C. 


Morris  Cafritz 
President 

The  Cafritz  Company 
Washington,  D.  C. 

Wofford  B.  Camp 

Agricultural   Scientist, 
Business    Executive 
Bakersfield,    California 


Boyd   Campbell 
Chairman 
Mississippi  School   Supply 

Company 
Jackson,   Mississippi 

J.  H.  Carmichael 

Chairman  of  the  Board 
Capital   Airlines,    Inc. 
Washington,    D.    C. 

X.    M.   Cohen 
President 

Giant   Food  Department   Stores 
Washington,  D.  C. 

Prentiss  L.    Coonley" 
Management    Consultant. 
Government   Relations 
Washington,   D.    C. 

Tobe  C.  Davis  (Mrs.) 
Tobe  &  Associates,  Inc. 
New  York,  New  York 

Hugh    K.    Duffield 
Vice-President 
Eastern   Stores 
Sears,  Roebuck  &  Company 
Philadelphia,    Pennsylvania 


R.  Roy  Dunn 
President 
Potomac  Electric  Power 

Company 
Washington,  D.  C. 

George  M.  Fisher 

Vice-President,    Manager 
Washington  Loan  &  Trust 

Branch 
Riggs    National    Bank 
Washington,    D.    C. 


R.    H.    Fogler 

Former  Assistant  Secretary 

of  the  Navy 
Director  and  Former  President 
W.  T.  Grant  and  Company 
Hastings-on-Hudson,  New  York 


Aaron  Goldman 
President 

G.  B.  Macke  Corporation 
Washington,    D.    C. 

Ralph   L.   Goldsmith 

President  and  General  Manager 

Lansburgh's 

Washington,  D.  C. 

The  Honorable 
Barry  M.   Goldwater 

U.S.  Senator  from  Arizona 

Chairman  of  the  Board 

Goldwater's 

Phoenix,   Arizona 

Herbert  H.  Goodman 
Vice-President 

Remington  Rand  Division  of 

Sperry  Rand,  Inc. 
Washington,   I).    C. 

Granville  Gude 
President 

Gude   Brothers    Florist- 
Washington,  D.  C. 

Robert  E.  Harper 
President 
National   Business 

Publications,   Inc. 
Washington,  D.  C. 

John   S.  Hayes 
President 
WTOP  Radio-TV 
W'ashington,  D.  C. 

John  C.  Hazen 

Vice-President — Government 
National   Retail    Merchants 

Association 
Washington,    D.    C. 

Robert  Heller 
President 
Robert  Heller  and  Associates, 

Inc. 
Management   Consultants 
Cleveland,   Ohio 

Frank   R.  Jelleff 

Chairman  of  the  Board 
Jelleff's,    Inc. 
Washington,  D.  C. 

Rowland  Jones,  Jr. 
President 

American  Retail  Federation 
Washington,  D.    C. 
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Henry  J.  Kaufman 
President 
Henry  J.  Kaufman  & 

Associates,    Advertising 
Washington.    D.   C. 

Cecil   D.   Kaufman n 

President 

Kay  Jewelry  Stores.  Inc. 

Washington,  D.  C. 

Robert   H.   Levi 
President 

The  Hecht  Company 
Washington,  D.  C. 

Frank  J.  Luchs 

Executive  Vice-President  and 

Treasurer 
Shannon  &  Luchs  Company. 

Realtors 
Washington,   D.    C. 

Walter   F.    McArdle 
President 
The  McArdle  Printing 

Company 
Washington.    D.    C. 

The  Honorable  W.  J.  McNeil 
Assistant  Secretary  of 
Defense/Comptroller 
Department   of   Defense 
Washington,   D.    C. 

Edward    Marcus 

Executive   Vice-President 
Neiman-Marcus 
Dallas,   Texas 


Harry  L.  Merrick,  Sr. 
Vice-President 
Kal  Ehrlich  &  Merrick, 
Advertising 
Washington,   D.    C. 

Edgar    Morris 
President 

Edgar  Morris  Sales  Company 
Washington,   D.    C. 

James  B.    Morrison 
President 

Chesapeake  &  Potomac 
Telephone    Company 
Washington,    D.    C. 

C.   A.    Newlaxd 

Manager,  Sales  Department 
Esso   Standard  Oil  Company 
Baltimore,    Maryland 

Eugene  O'Dunne,  Jr. 

Attorney -at-Law 
Washington,    D.    C. 

Richard  C.  Patterson.  Jr. 
Commissioner 
Department  of  Commerce. 

Public   Events 
New  York.  New  York 

J.  C.  Penney 

(Honorary   Member) 

Chairman 

J.  C.  Penney  Company,  Inc. 

New  York.  New  York 

Emerson  Planck 

Sales  Manager.   Edsel  Division 
Ford   Motor   Company 
Arlington,    Virginia 


Herbert  J.   Rich 

Treasurer  and  Chairman  of  the 

Board 
Rich's  Shoe  Stores.  Inc. 
Washington,    D.    C 

Joseph   Ross 
Vice-President 
R.  H.  Macy  &  Company 
New  York,  New  York 

H.  L.  Rust.  Jr. 
President 
H.  L.  Rust  and 

Realtors 
Washington,    D.    C. 

John   R.   Steelman 

Management   Consultant, 

Publisher 
Washington,    D.    C. 

Charles  H.  Tompkins,  Jr. 

Vice-President  and  Treasurer 
Charles  H.  Ton.; 

Construction   Company 
Washington,  D.  C. 

Frank    Weakly 
Chairman 
Alcoholic   Beverage   Control 

Board 
Washington,    D.   C. 

Maury   Young 
President 

Young  and  Simon.  Insurance 
in,    D.    C. 

William   Zeckendorf 
President 

Webb  and  Knapp.  Inc. 
New   York,   New  York 


Mr.  J.  C.  Penney  visits  the  University  Supply  Store 
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"Whatever  may  be  the  ultimate  anodyne  of  power  in  these  days  of  involuntary  or  imposed 
decision,  there  is  a  new  realization  that  strength  does  not  come  from  idle  hands.  There  is  a 
demand  that  work  opportunities  be  made  available  to  all. 

"The  Employment  Act  of  1946  commits  our  government  to  full  employment  while  pre- 
serving to  every  individual  the  right  of  eminent  domain  over  his  own  destiny.  Democrats 
and  Republicans  are  equally  committed. 

"The  task  is  formidable.  To  achieve  this  objective,  while  preserving  individual  freedom, 
there  must  obviously  be  cooperation  between  government  and  business  such  as  we  have  never 
known.  This  cooperation  is  a  proper  field  for  schools  of  business  administration.  It  is  not 
a  field  they  have  yet  entered.  It  is  a  field  peculiarly  appropriate  to  the  only  School  of  Busi- 
ness Administration  situated  in  our  country's  capital. 

"It  is  as  the  pioneer  to  face  this  high  challenge  that  The  American  University  establishes 
and  dedicates  its  School  of  Business  Administration." 

Resolution  presented  by 
Prentiss  L.  Coonley,  approved  by  the  Business  Advisory  Board  on  estab- 
lishment  of   the   School   of   Business   Administration,    April    21,    1955. 


"Cooperation  between  government  and  business,  which  constitute  two  major  segments  of 
our  national  life,  is  essential  to  the  welfare  and  security  of  this  nation. 

"Successful  cooperation  can  be  built  only  on  a  foundation  of  mutual  understanding.  The 
development  of  such  understanding  can  be  significantly  advanced  by  university  schools  of 
business  administration.  This  is  particularly  true  of  a  school  of  business  administration 
within  the  nation's  capital,  where  the  operations  of  government  can  be  observed  first  hand, 
and  where  many  persons  engaged  in  those  operations  can  add  to  their  academic  training. 

"The  applicability  to  the  public  service  of  courses  in  the  various  areas  of  business  adminis- 
tration has  been  recognized  by  many  government  career  administrators.  It  is  interesting  to 
note  that  nearly  half  of  the  students  enrolled  in  The  American  University's  evening  classes 
in  Business  Administration  are  government  employees. 

"I  believe  that  The  American  University,  in  dedicating  its  School  of  Business  Administration 
to  the  furtherance  of  informed  and  intelligent  cooperation  between  government  and  business, 
is  making  a  valuable  contribution  to  better  government  and  better  citizenship." 

Philip  Young,  (then)  Chairman, 

U.S.  Civil  Service  Commission. 


Study  in  the  Nation's  Capital 

Study  in  Washington  can  make  a  university  career  most  stimulating  and 
challenging.  Washington  is  a  living  educational  laboratory  where  the  student  daily 
comes  into  contact  with  the  forces  and  personalities  that  shape  the  course  of 
national  and  international  events.  Here  the  resources  of  the  nation  are  available 
as  a  supplement  to  the  classroom. 

Only  the  nation's  capital  can  offer  the  unequalled  opportunity  to  observe 
firsthand  the  ever-growing  interaction  between  the  Federal  Government  and 
business.  Washington  offers  the  opportunity  to  become  familiar  with  the  over-all 
machinery  of  government  at  work,  as  well  as  the  many  agencies  particularly  con- 
cerned with  business  matters.  Students  can  attend  meetings  of  major  professional 
organizations  and  observe  the  development  of  the  programs  of  national  business, 
trade,  labor,  and  industrial  organizations,  so  many  of  which  maintain  headquarters 
in  the  District  of  Columbia. 

Students  have  access  to  the  unrivalled  research  and  resource  materials  in  the 
Library  of  Congress,  National  Archives,  Department  of  Commerce,  and  many 
specialized  libraries.  In  the  classroom,  in  seminars,  and  on  field  trips,  students 
meet  with  local  business  men,  experts  of  the  Federal  Government,  and  visiting 
business  executives  from  different  parts  of  the  country. 

At  The  American  University,  the  student  body  represents  a  wide  variety  of 
backgrounds  and  origin.  The  increasing  number  of  foreign  students  and  the 
presence  of  American  students  from  all  parts  of  the  country  create  a  cosmopolitan 
atmosphere  that  is  difficult  to  equal. 

Not  only  is  Washington  the  seat  of  the  national  government  and  a  growing 
cultural  center,  but  the  metropolitan  area,  now  ranked  ninth  in  importance  in  the 
country,  is  daily  playing  a  more  important  role  in  the  economy  of  the  nation,  con- 
tinually creating  new  career  opportunities  for  graduates  of  the  School. 
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Looking  Ahead 


In  planning  college  careers,  students  should  carefully  consider  the  many 
opportunities  offered  by  the  School  of  Business  Administration.  They  should 
evaluate  their  plans  in  terms  of  the  relation  of  their  educational  background  to 
their  career  interests  and  objectives. 

Approximately  eight  out  of  every  ten  college  graduates  turn  to  business  to 
build  their  careers.  The  tremendous  growth  of  America  and  the  rapidly  increasing 
need  for  business  executives  have  created  extraordinary  opportunities  for  well 
educated  business  graduates.  Holders  of  business  administration  degrees  have  been 
eagerly  sought  after  by  employers.  They  have  generally  moved  rapidly  up  the 
executive  ladder.  That  is  why  business  administration  has  developed  into  the 
leading  area  of  concentration  in  colleges  and  universities,  with  almost  one  in  every 
seven  undergraduate  students — including  many  women — majoring  in  this  field. 

Business  administration  students  know  from  their  own  experience,  the  experi- 
ence of  their  predecessors,  and  from  the  demands  of  employers,  the  importance  of 
a  business  major  built  upon  a  firm  foundation  of  general  education.  They  realize 
that  this  combination  can  enable  them  to  begin  their  careers  immediately  after 
graduation,  shorten  the  period  of  apprenticeship,  increase  earning  capacity,  and 
make  possible  a  more  rapid  advancement  to  executive  levels. 
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Looking  Further  Ahead 

Business,  government,  and  the  armed  forces  are  increasingly  recognizing  the 
Master  of  Business  Administration  degree  as  the  "professional"  degree  for  posi- 
tions of  administrative  responsibility.  For  an  undergraduate  business  major,  the 
M.B.A.  represents  a  continuation  and  strengthening  of  his  educational  qualifica- 
tions. For  the  many  M.B.A.  candidates  whose  undergraduate  major  was  not 
business  administration  and  who  learned  on  the  job  or  in  looking  for  one  the 
importance  of  such  education,  this  degree  provides  the  educational  background  so 
often  required  for  successful  careers.  For  others,  particularly  in  science  and 
engineering,  progress  in  their  own  specialties  made  clear  the  need  for  that  skill  in 
administration  and  human  relations  which  the  M.B.A.  program  seeks  to  develop. 

The  Ph.D.  in  Business  Administration  is  a  relatively  young  degree.  It  signifies 
the  highest  level  of  scholarship  and  a  mature  understanding  of  the  nature  of 
business  management,  the  business  system,  and  the  place  of  business  in  our  society. 
It  represents  a  major  personal  and  professional  attainment,  valuable  for  adminis- 
trative careers  (particularly  in  staff  positions)  and  increasingly  required  for 
business  research  and  for  teaching  business  administration. 


Study  in  the  School  of  Business  Administration  offers  the  educational  and 
professional  background  necessary  to  meet  the  complex  demands  of  today's 
world.  Built  upon  careful  curriculum  planning,  this  program  prepares  students 
for  many  and  varied  fields,  and  an  educational  background  which  grows  more  valu- 
able as  it  is  supplemented  by  experience.  "We're  going  to  need  more  executives," 
business  leaders  continually  announce.  Opportunity  awaits  the  able,  the  ambitious, 
and  the  educated. 


Philosophy  of  the  School 

The  purpose  of  The  American  University  School  of  Business  Administration 
is  to  prepare  men  and  women  for  positions  of  executive  responsibility  and  for 
leadership  in  our  society.  Whether  the  career  be  in  private  business,  in  education 
as  a  teacher  of  business  or  an  administrator,  in  the  military,  or  in  an  area  of 
government  calling  for  competence  in  business  management,  the  School's  program 
will  help  develop  the  knowledge,  educational  horizons,  background,  and  skills 
required  for  eventual  success  in  policy  making  positions. 

"The  man  who  knows  how  will  always  have  his  job;  the  man 
who  knows  why  will  be  his  boss!" 

National  Business  Publications 

Today's  increasing  complexity  of  organization  has  created  a  great  demand 
for  professional  administrators  educated  in  the  human,  technical,  legal,  and  eco- 
nomic aspects  of  management.  This  is  why  an  ever-increasing  number  of  grad- 
uates in  business  administration  are  needed  at  policy  making  levels. 
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The  School  believes  that  its  graduates  must  clearly  understand  and  practice 
certain  fundamental  principles. 

•  The  basic  measure  of  efficiency  of  the  modern  business  unit  in  terms  of 
operations  and  contribution  to  our  society  is  its  profitability.  Without 
profit,  no  business  enterprise  endures  or  serves  society.  Without  profit  and 
private  enterprise  the  American  achievement  would  have  been  impossible. 

•  Today,  business  is  a  profession  and  the  business  leader  is  a  leader  in  our 
society.  As  such,  he  must  bring  not  only  knowledge,  competence,  and 
understanding  to  the  business  unit,  but  must  also  always  maintain  high 
ethical  standards  in  all  his  activities. 

•  The  business  unit  must  contribute  to  the  advancement  of  society  as  well  as 
to  its  own  growth,  by  meeting  responsibilities  to  employees,  stockholders, 
and  the  general  public,  and  by  increasing  the  amount  of  goods  and  services, 
making  them  available  at  the  lowest  possible  cost. 


Objectives 

The  School's  curricula  seek  to  develop  in  the  student  the  ability  to: 

•  Think,  to  analyze  business  problems,  and  to  make  decisions 

•  Coordinate  men,  machines,  and  materials  into  profit-making  activity 

•  Analyze  operations  in  terms  of  measured  facts  for  purposes  of  planning 
and  control 

•  Find  needed  information  and  appraise  its  accuracy  and  usefulness 

•  Present  ideas  effectively,  both  orally  and  in  writing,  and  to  utilize  such 
ideas  in  formulating  plans  and  policies 

•  Recognize  the  social  and  civic  obligations  of  business  and  the  business  man 

•  Deal  with  agencies  of  government  in  business  relationships 

•  Work  effectively  with  people  at  all  levels,  recognizing  their  dignity  as  indi- 
viduals, and  their  roles  as  members  of  the  business  group 

The  curricula  are  designed  to  provide  the  foundation  both  for  immediate  on- 
the-job  success  as  well  as  for  continued  advancement  to  increased  responsibility. 
To  further  these  objectives,  the  School  offers  each  student  individual  counseling 
with  an  advisor. 
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Curricula  and  Degrees 

UNDERGRADUATE  DEGREES 

Associate  in  Business  Administration  (two  years  or  equivalent)  and  Bachelor 
of  Science  in  Business  Administration  (four  years  or  equivalent). 

The  undergraduate  curriculum  builds  professional  specialization  on  the  foundations 
of  a  broad  general  education.  It  combines  courses  in  business  and  related  fields  with 
general  studies  in  the  humanities,  natural  and  social  sciences,  and  mathematics.  Non- 
business courses  represent  almost  fifty  percent  of  the  credit  hour  requirements  for  the 
Bachelor's  degree  and  almost  seventy  per  cent  for  the  Associate's  degree. 

University  Requirements 39-43  credit  hours 

General  studies  in  basic  areas  of  knowledge  which  contribute  to  broad,  rounded, 
general  education. 

Physical  Education*  (4)  (not  required  of  part-time  students) 

English  Composition*  (6) 

Backgrounds  of  Civilization*   (6) 

Business  Mathematics  (3) 

Natural  Sciences  (6)  .  .  .  Choice  of  Human 

Biology,  Science  of  Chemistry,  Science  of  Energy, 

Earth  Sciences,  or  a  laboratory  science  course  ( 8 ) 

American  Government:  National  (3) 

General  Psychology  (3) 

Introduction  to  Economics  1(3) 

World  Literature  (6) 

A  basic  course  in  art,  music,  philosophy,  or  religion  (3) 

School  Requirements 

Associate  in  Business  Administration  (major  in  general  business,  accounting,  or 
secretarial  studies).  All  satisfactory  credits  from  the  Associate's  degree  may  be  counted 
toward  the  Bachelor's  degree. 

University  Requirements   39-43  hours 

Major  courses 20-24  hours 

Bachelor  of  Science  in  Business  Administration 

University  Requirements 39-43  hours 

Business  and  Related  courses 44  hours 

Basic  courses  in  business  and  related  areas  which,  by  providing  the  fundamental  tools 
of  management,  serve  as  a  common  core  for  all  business  students 

Introduction  to  Business  (2) 

Introduction  to  Economics  II  (3) 

Business  Statistics  (6) 

History  of  American  Business  Leadership  (3) 

Public  Speaking  (3) 

Introductory  Accounting  (6) 

Business  Law  I:  Contracts  and  Agency  (3) 

Business  Law  II:  Negotiable  Instruments  and  Business  Organizations  (3) 

Business  Research  and  Reports  (3) 

Business  Finance  (3) 

Principles  of  Industrial  Management  (3) 

Marketing  Organization  (3) 

Business  Budgeting  and  Executive  Control  (3) 


*  Students  may  take  waiver  examinations  when  they  enter  the  University,  which,  if  passed, 
enable  the  student  to  substitute  elective  courses  for  an  equivalent  number  of  credit  hours.  See  dales 
of  examinations  in  session  course  announcement. 
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Major  and  area  of  concentration 18-30  hours 

Each  student  must  choose  a  major,  an  organized  series  of  related  courses  designed 
to  provide  specialized  competence  in  a  given  area  of  business 

General  Business 

Accounting 

Finance  (concentrations  in  Financial  Management,  Financial  Institution  Manage- 
ment, Investments) 

Industrial  Relations  and  Personnel  Management 

International  Business 

Marketing  (concentrations  in  Advertising,  Retailing,  Sales  Management,  General 
Marketing) 

Production 

Real  Estate 

Statistics 

Transportation  and  Traffic  Management 

Pre-Law  (special  program  leading  to  B.S.  in  Business  Administration  in  the  School 
of  Business  Administration  and  LL.B.  in  the  Washington  College  of  Law  in  six 
rather  than  seven  years  of  full-time  or  equivalent  in  part-time  study) 

Electives    9-21  hours 

//;  consultation  with  a  counselor  students  choose  elective  courses  from  any  business 
or  non-business  subjects  offered  by  the  University,  according  to  interest  and  objectives. 

GRADUATE  DEGREES 

Master  of  Business  Administration  and  Doctor  of  Philosophy. 

Graduate  students  receive  professional  management  education  in  preparation  for 
positions  of  administrative  and  executive  responsibility.  The  curriculum,  built  around 
a  common  core  in  business  management,  operates  through  classroom  and  seminar 
groups.  Each  program  is  patterned  to  the  individual  student  and  is  based  upon  previous 
education  and  experience  as  well  as  present  or  future  goals. 

Master  of  Business  Administration 

Course  Requirements:  Minimum  of  54  credits,  at  least  30  of  which  must  be  in  courses 
numbered  "500"  or  above  with  at  least  a  "B"  average,  and  24  of  which  are  pre- 
requisite courses.  Prerequisites  are  waived  for  students  who  have  satisfactorily 
completed  them  iti  undergraduate  study  or  who  pass  examinations. 

Written  Comprehensive  Examinations:  Examinations  in  Business  Management  and 
two  additional  fields  of  the  student's  choice  (one  may  be  outside  of  Business 
Administration). 

Thesis  or  Non-Thesis  Option:  Write  and  successfully  defend  at  an  oral  examination 
a  satisfactory  master's  thesis  or  qualify  by  appropriate  Seminar  grades  for  the 
non-thesis  option. 

Six  credits  of  appropriate  courses  with  at  least  "B"  grades  may  be  transferred  from 
other  accredited  graduate  schools. 

Doctor  of  Philosophy  (offered  under  the  direction  of  the  Graduate  School) 

Course  Requirements:  Minimum  of  72  credits  in  courses  numbered  "500"  or  above, 
including  required  seminars  and  courses,  with  a  better  than  "B"  average.  30  of 
these  credits  must  be  in  residence  (12  for  holders  of  the  M.B.A.  from  The  American 
University). 

Additional  Requirements:  Meet  requirements  for  tools  of  research  in  accounting  and 
statistics  (unless  a  foreign  language  or  mathematics  is  approved  partially  in  lieu 
of  statistics)  and  satisfy  the  prerequisite  requirements  of  the  M.B.A.  as  indicated 
above. 

Written  Comprehensive  Examinations:  Examinations  in  Business  Management,  Busi- 
ness Economics  and  three  additional  fields  of  the  student's  choice  (up  to  two  may 
be  outside  of  Business  Administration),  with  a  composite  rating  of  "Distinction" 
in  at  least  one  of  the  business  fields. 

Research  Requirements:  Write  and  successfully  defend  at  an  oral  examination  a 
satisfactory  doctoral  dissertation. 
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SPECIAL  PROGRAMS 

Combined  Business-Law  Degree  Program  (Pre-Legal  Major) 

Practicing  lawyers  and  law  schools  are  increasingly  recommending  business  admin- 
istration and  accounting  as  desirable  backgrounds  for  legal  studies.  The  lawyer  with  a 
business  or  accounting  background  can  far  more  readily  understand  the  problems  of 
businessmen-clients,  is  far  better  qualified  to  pursue  such  specialized  areas  as  cor- 
poration or  tax  law,  and  is  in  a  better  position  to  move  to  positions  of  managerial 
responsibility. 

Under  the  combined  business-law  degrees  program,  the  first  full  year  of  legal  studies 
at  the  University's  Washington  College  of  Law  serves  as  the  last  30  credits  of  the 
undergraduate  Business  School  requirements. 

The  student  is  thus  able  to  earn  both  the  Bachelor  of  Science  in  Business  Admin- 
istration degree  and  the  LL.B.  degree  in  six  years  rather  than  the  traditional  seven  years 
of  full-time  study,  or  its  equivalent  in  part-time  study. 

Certificate  Programs 

The  School,  in  conjunction  with  the  University's  Division  of  General  and  Special 
Studies,  offers  two  special  non-degree  programs: 

1.  Executive  Certificate  Program 

For  mature  men  and  women  with  substantial  experience  at  executive  levels 
who  have  not  had  the  opportunity  to  earn  a  Bachelor's  degree.  Admission,  on 
the  basis  of  individual  application,  is  highly  selective  and  confined  to  individuals 
who:  a)  are  at  least  32  years  of  age;  b)  have  a  minimum  of  three  years  expe- 
rience in  executive  capacities;  c)  have  business  records  which  clearly  indicate 
ability  to  complete  satisfactorily  advanced  study  in  business  administration;  and 
d)  have  experience  that  is  the  professional  equivalent  of  an  undergraduate 
major  in  business  administration. 

2.  Certificate  of  Proficiency  in  Accounting 

Basically  for  students  who  already  hold  the  Bachelor's  degree  in  a  field 
other  than  accounting  and  who  wish  to  become  professional  accountants  quali- 
fied to  sit  for  the  C.P.A.  examination.  While  each  program  is  individualized, 
all  courses  are  in  accounting  and  business  law  and  concurrently  meet  a  major 
part  of  the  requirements  for  the  M.B.A.  degree. 

Internships 

Because  effective  education  for  business  leadership  requires  experience  as  well  as 
academic  study,  the  School  encourages  full-time  students  with  better  than  average  grades 
to  participate  in  part-time  employment.  As  a  step  in  professional  growth,  the  student 
is  expected  to  confront  a  prospective  buyer  with  an  offer  of  goods  and  services,  to  create 
a  market  situation  in  which  goods  and  services  are  moved  for  profit.  Leading  Wash- 
ington business  firms  provide  these  paid  work  internships,  the  experience  from  which 
enables  the  business  graduate  to  approach  prospective  employers  with  a  combination  of 
classroom  study  and  work  "know-how."  This  combination  has  been  a  major  factor  in 
making  possible   the   unusual   record   of  success  which  the   School's  graduates  enjoy. 

Institutes 

The  School  periodically  offers  specialized  professional  institutes  in  various  fields  of 
business.  Designed  primarily  for  practicing  business  men,  these  executive  development 
programs  offer  short,  intensive  instruction  on  a  time  schedule  planned  to  permit  leave 
from  regular  duties.  See  Institutes  under  course  listings. 
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Admission  Requirements 

Application  for  admission  to  the  School  of  Business  Administration  should  be 
submitted  to  the  Director  of  Admissions,  The  American  University,  Washington 
16,  D.  C.  well  in  advance  of  the  session  for  which  the  student  is  applying.  Appli- 
cations are  evaluated  on  the  basis  of  academic  and  personal  qualifications  in 
accordance  with  standards  stated  in  the  University  Code  of  Admissions.  Students 
may  enter  at  the  beginning  of  any  session — Fall,  Spring,  or  Summer. 

ADMISSION  TO  UNDERGRADUATE  STATUS 

Those  desiring  admission  to  undergraduate  status  must  submit  with  the 
regular  application  form  ( 1 )  transcripts  from  all  secondary  schools  and  under- 
graduate colleges  previously  attended,  (2)  a  personally  executed  and  signed  Report 
of  Medical  History  Form  (physical  examinations  are  given  all  full-time  under- 
graduates by  the  university  physician  at  the  time  of  registration),  (3)  a  non- 
refundable application  fee  of  $10,  and  (4)  a  recent  photograph.  The  application 
fee,  photograph  and  Report  of  Medical  History  Form  are  not  required  of  part- 
time  applicants.  Note:  The  application  fee  will  be  required  of  part-time  applicants 
elective  July  1,  1959. 

Freshman  Standing: 

Graduates  of  secondary  schools  approved  by  the  Admissions  Office  who  have 
15  acceptable  units  (at  least  10  of  which  must  be  in  academic  or  college  prepara- 
tory courses)  with  a  minimum  grade  average  of  C,  and  who  rank  in  the  upper 
half  of  their  graduating  class,  may  be  considered  for  freshman  standing  in  the 
School. 

In  exceptional  cases  eligibility  for  admission  may  be  determined  on  the  basis 
of  standardized  tests  approved  by  the  Admissions  Office. 

The  Scholastic  Aptitude  Test  of  the  College  Entrance  Examination  Board 
will  be  required  of  full-time  freshman  applicants  seeking  admission  to  the  Univer- 
sity beginning  with  the  Fall  Session,  1959. 

Advanced  Standi?ig: 

Graduates  of  junior  colleges  approved  by  the  Admissions  Office  or  students 
with  acceptable  records  in  other  approved  colleges  and  universities  may  apply  for 
transfer  to  the  University  with  advanced  standing.  Applicants  must  have  main- 
tained a  satisfactory  average  in  the  institution  previously  attended.  Credit  may  be 
granted  for  courses  completed  with  a  grade  of  C  or  better,  if  these  courses  are 
comparable  to  courses  offered  at  The  American  University.  Junior  college 
graduates  may  transfer  a  maximum  of  63  credit  hours. 

ADMISSION  TO  GRADUATE  STATUS 

Admission  to  graduate  study  in  the  M.B.A.  program  is  open  to  students  who 
hold  bachelor's  degrees  from  undergraduate  colleges  acceptable  to  the  Admissions 
Office,  the  Graduate  School,  and  the  School  of  Business  Administration  and  whose 
academic  performance  and  personal  qualities  indicate  promise  of  success  in  this 
degree  program. 

In  exceptional  cases  applicants  who  do  not  meet  these  qualifications  may  be 
considered  for  admission  on  the  basis  of  superior  scores  on  the  Admissions  Test 
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for  Graduate  Study  in  Business  Administration  of  the  Educational  Testing  Service, 
Princeton,  New  Jersey,  or  other  credentials  which  indicate  background  and  ability 
to  meet  the  requirements  in  a  program  of  advanced  study. 

Admission  to  the  Ph.D.  in  Business  Administration  program  is  based  on 
superior  academic  performance  and  personal  qualities,  generally  including  previ- 
ous completion  of  a  master's  degree.  For  further  details,  consult  the  Graduate 
School  Bulletin. 

Admission  to  graduate  study  does  not  constitute  admission  to  candidacy  for 
a  graduate  degree.    For  more  details  consult  the  Graduate  School  Bulletin. 

ADMISSION  TO  DIVISION  OF  GENERAL  AND 
SPECIAL  STUDIES 

Non-Degree  Status: 

Students  over  21  years  of  age  who  wish  to  register  for  business  courses,  but 
who  are  not  interested  in  a  degree  program,  may  enroll  in  the  Division  of  General 
and  Special  Studies  for  courses  in  which  they  have  the  necessary  background. 
Non-degree  students  subsequently  admitted  to  degree  status,  however,  may  apply 
a  maximum  of  30  semester  hours  credit  of  approved  course  work  toward  a 
bachelor's  degree,  and  9  semester  hours  credit  of  approved  graduate  courses  to- 
ward an  advanced  degree. 

Transfer  Credit  Status: 

Students  who  wish  to  take  courses  offered  by  the  School  of  Business  Adminis- 
tration to  be  applied  toward  a  degree  at  another  college  or  university,  may  do  so 
by  presenting  a  statement  from  an  authorized  official  of  the  institution.  This 
statement  must  certify  that  the  student  is  in  good  standing  and  that  the  credits 
earned  at  The  American  University  will  be  accepted  on  transfer. 

Auditor: 

Students  may  enroll  as  Auditors  for  courses  in  which  they  have  the  necessary 
background.  Such  students  will  receive  no  grade  or  credit  for  this  work. 

ADMISSION  OF  FOREIGN  STUDENTS 

Foreign  students  must  satisfy  the  same  admission  requirements  as  all  other 
students.  In  addition,  applicants  from  foreign  countries  must  also  submit  certifica- 
tion of  ability  to  use  the  English  language  with  sufficient  facility  to  pursue  aca- 
demic work,  provide  certified  English  translations  of  all  foreign  credentials  and 
transcripts,  and  certification  that  they  have  sufficient  finances  to  cover  their  school 
and  living  expenses. 
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Financial  Information 

Tuition 

Full-time  undergraduate  students  (12-18  hours)    $350  a  session 

Full-time  law  students  (12-14  hours)    $280  a  session 

All  other  students   $20  a  credit  hour 

General  Fees  (not  refundable) 

APPLICABLE  TO  ALL  STUDENTS 

Late  registration  (effective  opening  day  of  classes)   $5 

Late  payment  and  reinstatement  fee $5 

Student  activities  fees  (included  in  tuition  of  full-time  under- 
graduates, optional  for  others  who  participate  in  the  Univer- 
sity's athletic  and  social  activities)    $15  a  session 

Health  fee  (included  in  tuition  of  full-time  undergraduates, 
required  of  all  other  students  residing  in  University  facili- 
ties)    $  1 0  a  session 

Deferred,  makeup,  or  special  examinations $5  each  examination 

Examinations  for  validation  of  credit $5  a  credit  hour 

Official  transcripts  (after  first — not  available  during  registration 

periods)     $1  each 

Certifications   without    seal    (after   first — not   available    during 

registration  periods)    25  cents  each 

APPLICABLE  TO  UNDERGRADUATE  STUDENTS 

Application  fee  (with  applications  for  full-time  admission)   ...  $10 
Admission  testing    $2  each  test 

APPLICABLE  TO  GRADUATE  STUDENTS 

Application  fee  (with  applications  for  full-time  admission)    ...  $10 

Graduate  study  fee   $20  a  session 

(for  full-time  and  part-time  graduate  students  who  have 
completed  course  work  and  thesis  seminar  requirements) 

Comprehensive  examinations  (with  each  application) 

For  master's  degree $15 

For  doctor's  degree $25 

Supervision  of  thesis  (if  no  thesis  seminar  is  completed) 

For  master's  degree $60 

For  doctor's  degree  $120 

Binding  or  microfilming  of  thesis  or  case  studies 

Binding    $6-$30 

Microfilming  (doctoral  dissertations  only)   $35 

Graduation  Fees 

Associate  degrees $  10 

Bachelor's  degrees  (except  law)    $20 

Graduate  and  law  degrees  $25 

Course  and  Laboratory  Fees 

Special  fees  are  charged  for  certain  courses.  The  amount  of  the  fee  is  indicated  in 
the  published  description  of  the  course  to  which  it  applies.  Fees  are  payable  on  regis- 
tration and  are  not  refundable.  They  are  in  addition  to  the  tuition  charges  for  each 
course. 

A  student  responsible  for  breakage  or  damage  of  equipment  in  any  class  must  pay 
for  losses  incurred  before  he  will  be  admitted  to  the  final  examination. 
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Dining  Room 

Meals  are  available  in  the  University  dining  room  in  Mary  Graydon  Hall.  Optional 
meal  contracts  are  available  which  entitle  students  to  breakfast,  lunch,  and  dinner 
beginning  on  the  first  day  of  classes  and  ending  on  the  last  day  of  examinations 
(excluding  vacations).  The  charge  for  a  five-day  contract  (Monday  through  Friday) 
is  $195  a  session  and  the  charge  for  a  seven-day  contract  (excluding  the  Sunday  evening 
meal)  is  $250  a  session. 

Residence  Halls 

Session  rates  (excluding  vacations) 
Single  Double  Triple 

Women: 

Clark  and  Roper  Halls $145  

Mary  Graydon  Hall $145  $105 

Men: 

Hamilton  House   $190  $145  

Hughes  and  McDowell  Halls $145  

McCabe  House $105 

Applications  for  dormitory  rooms  should  be  addressed  to  the  Housing  Office,  Mary 
Graydon  Hall,  The  American  University,  Washington  16,  D.  C. 

Applications  must  be  accompanied  by  a  room  deposit  fee  of  $75. 

Students  who  cancel  room  reservations  prior  to  August  1  (if  the  reservation  is  for 
fall  occupancy)  or  prior  to  December  15  (if  the  reservation  is  for  spring  occupancy) 
will  be  entitled  to  a  refund  of  $50. 

A  student  who  has  made  the  $75  deposit  and  who  occupies  the  room  reserved  will 
be  credited  with  $50  on  his  bill  for  the  first  session  attended.  The  remaining  $25  of  the 
room  deposit  will  be  held  over  from  session  to  session  as  long  as  he  continues  in  resi- 
dence. Within  30  days  after  graduation  or  after  approved  withdrawal  from  the  University 
the  $25  will  be  refunded,  less  any  unpaid  obligations. 

Students  may  not  remain  in  University  dormitories  during  the  Christmas  and  Spring 
vacations  without  permission  of  the  Office  of  Student  Personnel.  A  charge  will  be  made 
for  occupancy  during  these  periods  at  the  rate  of  $2  a  night,  the  total  charge  during  any 
single  vacation  being  not  over  $12. 

The  University  Supply  Store  provides  a  linen  rental  service  at  the  rate  of  $12  a 
session.  Resident  students  are  urged  to  make  use  of  this  service  to  avoid  laundry 
delays. 
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Scholarships  and  Loans 

Each  year  the  University  offers  a  limited  number  of  scholarships  to  full-time 
undergraduate  and  graduate  students  selected  on  a  competitive  basis  in  accord- 
ance with  conditions  attached  to  endowment  funds,  gifts,  and  grants.  Applications 
for  scholarships  and  fellowships  should  be  made  on  the  scholarship  form  available 
from  the  Office  of  the  Director  of  Admissions,  The  American  University,  Wash- 
ington 16,  D.  C. 

Giant  Food  Department  Stores  Scholarships.  Giant  Food  Department  Stores 
have  established  a  Scholarship-Internship  program  for  young  men  majoring  in 
business  administration  and  interested  in  careers  in  food  retailing.  These  awards 
for  senior  students  provide  for  educational  expenses  and  paid  internship  with  the 
Giant  organization.  Special  brochures  describing  the  program  may  be  obtained 
from  the  Office  of  the  Director  of  Admissions. 

Hecht  Company  Scholarships.  The  Hecht  Company  Foundation  has  estab- 
lished two  four-year  scholarships,  each  of  $500  per  year,  primarily  for  but  not 
limited  to  children  of  Hecht  Company  employees. 

Arthur  Godfrey  Fellowships.  Students  who  have  completed  a  course  in 
transportation  or  who  are  currently  enrolled  in  good  standing  in  a  course  or 
Institute  in  transportation  are  eligible  to  apply  for  free  instruction  in  flying.  This 
includes  airplane,  airport,  and  flying  instructor  fees. 

Morton  J.  Luchs  Scholarships.  Frank  J.  Luchs,  Executive  Vice-President  and 
Treasurer  of  Shannon  &  Luchs,  Realtors,  has  established  a  $700  a  year  scholarship 
in  memory  of  his  father,  a  pioneer  leader  in  Washington  real  estate.  Full-time 
juniors,  seniors  or  graduate  students  studying  real  estate  may  apply.  The  holder 
will  also  receive  the  opportunity  to  intern  part-time  during  fall  and  spring  and 
full-time  during  the  summer  at  Shannon  &  Luchs. 

Scholarships  at  the  School  have  also  been  established  by  the  D.  C.  Chapter 
of  the  Women's  Accounting  Society,  the  Women's  Advertising  Club,  Central 
Charge  Service  (in  honor  of  Milton  Elsberg,  President  of  Drug  Fair),  Realty 
Title  Insurance  Company,  and  Nelson  P.  Greller  and  Associates,  Consulting 
Management  Engineers. 

Juniors  in  the  School  interested  in  careers  in  merchandising  have  been  invited 
to  apply  for  Western  Auto  Supply  Company's  Career  Scholarships. 

University  loan  funds  assist  full-time  students  in  meeting  financial  obligations 
and  emergency  needs.  Loans  are  not  made  to  any  student  during  the  first  session 
of  attendance.  Application  for  student  loans  are  made  to  the  Office  of  the  Dean 
of  the  School  for  processing  by  the  University  Committee  on  Student  Loans. 
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Campus  Quadrangle 


Student  Activities 


Along  with  academic  work  the  student  is  offered  a  wide  range  of  extra- 
curricular activities  and  organizations.  This  important  part  of  student  life  is 
directed  toward  the  educational  objectives  of  the  University  through  the  guidance 
of  the  Office  of  Student  Personnel.  The  extra-curricular  program  serves  to  enrich 
the  student's  experience — developing  qualities  of  leadership  and  responsibility,  and 
encouraging  the  growth  of  lasting  friendships. 

The  Student  Association 

The  Student  Association  is  an  organization  of  all  full-time  undergraduates 
enrolled  in  the  University.  Part-time  students  may  also  become  members  by  pay- 
ing an  activity   fee   in  addition   to  the  regular  tuition.    The  Student  Association 


27 


annually  elects  a  group  of  officers  forming  the  College  Council,  which  co-ordinates 
the  activities  of  the  various  organizations.  A  student  is  required  to  maintain  a 
minimum  cumulative  C  grade  average  to  he  a  candidate  for  a  major  office  in  the 
Student  Association. 

Departmental  Organizations 

Many  of  the  academic  departments  and  schools  sponsor  clubs  related  to  their 
field  of  study  which  the  students  are  encouraged  to  join.  These  clubs  serve  as  in- 
formal forums  for  the  exchange  of  ideas  and  help  to  deepen  a  student's  interest  in 
a  particular  academic  field.  Most  full-time  business  students  participate  in  the  stu- 
dent chapter  of  the  Society  for  Advancement  of  Management.  Programs  include 
round-table  discussions,  field  trips,  talks  by  business  leaders,  and  dinner  meetings 
with  the  Washington  Senior  Chapter.  Members  are  eligible  to  receive  subscrip- 
tions to  the  monthly  professional  publication.  Advanced  Management,  and  to  par- 
ticipate in  S.A.M.  social  events.  They  also  assist  in  the  preparation  of  the  S.A.M. 
News  Letter.  In  1957,  the  A.  U.  Chapter  ranked  seventh  among  124  student 
chapters  in  the  country.    At  the  present  time,  the  A.  U.  Chapter  ranks  first. 

Other  Student  Organizations  and  Activities 

The  University  offers  a  variety  of  religious,  social,  athletic  and  recreational 
organizations.  There  are  also  regular  chapels  and  convocations,  concerts  and 
recitals,  theatre  productions,  and  numerous  events  which  bring  distinguished 
persons  to  the  University  community. 

The  University  hopes  that  each  student  will  participate  in  the  extra-curricular 
program  during  his  college  career. 
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Courses  of  Instruction 

Courses  described  in  this  catalog  are  offered  by  the  School  of  Business  Admin- 
istration or  by  University  departments  with  closely  related  programs. 

The  number  to  the  left  of  the  decimal  point  indicates  the  area  of  the  School 
or  University  department  in  which  the  course  is  offered. 

The  series  of  three  numbers  to  the  right  of  the  decimal  point  identifies  the 
level  of  each  course.  Courses  numbered  .001 -.099  carry  no  credit.  Courses  num- 
bered .100-. 499  are  for  undergraduate  students.  Courses  numbered  .500-. 599  are 
for  graduate  and  advanced  undergraduate  students  only.  Courses  numbered  .600- 
.799  are  for  graduate  students  only.  Hours  of  academic  credit  are  indicated  by 
the  arabic  number  in  parentheses  following  each  course  title. 

Both  undergraduate  and  graduate  courses  are  available  to  part-time  as  well  as 
full-time  students.  Evening  classes  normally  meet  one  evening  a  week  for  a  16- 
week  session.  For  detailed  listing  of  class  hours,  consult  session  announcements 
published  three  times  yearly  by  the  University.  For  course  descriptions  of  courses 
offered  by  other  departments  of  th?  University,  consult  the  appropriate  catalog. 

BASIC,  GENERAL  COURSES 

10.101  Introduction  to  Business  (2)  Nature  of  American  economy  and  private  enter- 
prise system.  Requirements  for  successful  executive  careers.  Career  opportuni- 
ties.  Required  of  all  full-time  freshmen  in  the  School  of  Business  Administration. 

10.201  Business  Law  I  (3)  Contracts  and  agency.  Legal  concepts  and  functions.  Fed- 
eral, state  court  system.  Legal  phraseology;  elementary  legal  bibliography. 
Elements  of  law  of  contracts  and  agency  useful  to  business  executives. 

10.302  Business  Law  II  (3)  Functions,  form,  content  of  commercial  paper.  Uniform 
Negotiable  Instruments  Act.  Elementary  law  of  partnerships,  corporations, 
trusts.    Prerequisite,  10.201. 

10.303  Business  Law  III  (3)  Principles  of  bailments.  Law  of  sales  and  sales  contracts. 
Elements  of  law  of  personal  and  real  property.  Terminology  involved  in  trans- 
fers of  real  property.  Prerequisite,  10.201 . 

10.400  Use  of  Accounting  Methods  (3)  For  non-specialists  in  accounting.  Accounting 
methods,  procedures,  philosophy  as  tools  of  management  in  business  or  govern" 
ment,  financial  analysis,  business  or  economic  research.  Required  of  candidates 
for  the  M.B.A.  degree  who  have  not  previously  completed  first  year  accounting. 

10.401  Business  Correspondence  (3)  How  to  make  letters  effective  tools  for  public 
relations,  sales  promotion,  advertising.  Students  write  and  analyze  letters.  Pre- 
requisite, previous  courses  in  composition  and  business. 

10.402  Business  Research  and  Reports  (3)  Research  techniques.  Sources  of  informa- 
tion, research  tools,  analysis  and  organization  of  data,  writing  reports.  Required 
of  candidates  for  B.S.  degree  in  Business  Administration.    Prerequisite,  69.200. 

10.501  Literature  of  Business  Administration  (3)  Reading  and  analysis  of  major  con- 
tributions to  philosophy,  methodology,  understanding  of  management,  human 
relations,  and  other  basic  areas.  Group  analysis,  seminar  type  discussion.  Pre- 
requisite, permission  of  instructor. 

29.553  History  of  American  Business  Leadership  (3)  The  business  heritage:  studies  in 
American  business  history  for  students  with  strong  backgrounds  in  business 
administration,  economics,  or  American  history. 

ACCOUNTING 

Basic  Courses 

10.211  Introductory  Accounting  I*  (3)  Scope,  purpose  of  accounting.  Basic  principles, 
procedures.  Elementary  techniques  from  original  recording  of  transactions 
through  preparation  of  financial  statements.  41.160  desirable  background. 
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10.212  Introductory  Accounting  II*  (3)  Second  half  of  first  year  principles  course. 
Introduction  to  accounting  for  corporations  and  principal  balance  sheet  accounts, 
such  as  inventories,  fixed  assets.  Prerequisite,  10.211. 

10.311  Intermediate  Accounting  I*  (3)  Last  course  in  basic  sequence.  Tie-together  of 
principles.  Introduction  to  cost  concepts.  Current  trends.  Accounting  appraised 
through  management's  eyes:  functions,  usefulness,  limitations.  Prerequisite, 
10.212  or  (for  graduate  students)  10.400. 

10.312  Intermediate  Accounting  II*  (3)  Detailed  analysis  in  turn  of  each  balance  sheet 
account.  Technique  and  theory  emphasized.  Required  of  graduate  students 
electing  area  of  accounting  for  comprehensive  exams.  Prerequisite,  10.31 1. 

10.411  Cost  Accounting  I  (3)  Cost  accounting  for  manufacturing  control.  Job  order, 
process  cost  systems;  flexible  budgets;  joint,  by-product  costs;  break-even  point; 
differential  cost,  other  cost  concepts.  Prerequisite,  10.31 1 . 

10.421  Auditing  I  (3)  Procedures  used  to  verify  accounts  and  financial  statements. 
Students  prepare  audit  working  papers  of  an  extended  audit  problem  up  to  the 
auditor's  report.  Prerequisite,  10.311. 

10.511  Consolidated  Financial  Statements  (3)  Third  year  principles  course.  Prepara- 
tion of  consolidated  financial  statements.  Branch  accounting;  consolidations  and 
mergers;  foreign  exchange.  Prerequisite,  10.311. 

10.512  Cost  Accounting  II  (3)  Principles  of  industrial  standard  cost  accounting  and 
related  systems  which  utilize  predetermined  rather  than  historical  cost.  Tech- 
niques of  accumulating  and  recording  data  for  cost  control.  Prerequisite,  10.411. 

10.522  Auditing  II:  Professional  Practice  (3)  Preparation  of  the  auditor's  report. 
Auditing  procedures,  practices  and  reports  of  the  professional  public  accountant, 
including  the  professional  and  ethical  standards  of  public  practice.  Prerequisite 
10.421. 

10.533  Taxation  III  (3)  Tax  practice  and  procedure.  How  to  find  facts  and  develop 
law.  Practice  before  all  Internal  Revenue  offices;  protesting  agents'  reports; 
claims  for  refund.  Tax  Court  procedure.  Federal  Court  procedure.  Prerequisite, 
10.531  and  10.532  (the  latter  may  be  taken  currently  with  this  course). 

10.534  System  Design  and  Installation  (3)  Techniques  of  analyzing,  designing  systems 
for  effective  managerial  control.  Adapting  accounting  procedures  to  organiza- 
tions of  various  types,  sizes.  Demonstrations  of  important  machine  methods. 
Prerequisite,  10.312,  10.411,  and  10.421. 

10.537  C.P.A.  Problems  I  (3)  Review,  by  readings  and  lectures,  of  subjects  covered 
in  the  uniform  C.P.A.  Examination. 

10.538  C.P.A.  Problems  II  (3)  Review,  by  practice  in  solution  of  problems,  primarily 
for  accounting  practice  section  of  the  uniform  C.P.A.  Examination.  Prerequi- 
site,  at  least  24   hours  of  accounting  or  permission   of  accounting  counselor. 

10.711  Seminar  in  Accounting  Theory  (3)  Analysis  of  current  accounting  problems. 
Review  of  current  literature. 

10.712  Seminar  in  Internal  Auditing  (3)  Philosophy,  purpose  of  internal  auditing. 
Position  in  organization;  areas  of  concern  of  internal  auditor.  Reports.  Rela- 
tionship to  increased  operating  efficiency,  top-level  policy  formulation.  Pre- 
requisite, courses  in  auditing,  cost  accounting,  business. 

Courses  Also  of  Particular  Interest  to  Non-Accounting  Majors 

10.530  Analysis  of  Financial  Statements  (3)  Analysis  and  interpretation  of  financial 
statements  from  respective  viewpoints  of  management,  creditors,  investors. 
Determination,  interpretation  of  trends,  ratios.  Emphasis  on  case  studies.  Pre- 
requisite, previous  accounting  courses. 

10.531  Taxation  I  (3)  Economics  of  taxation.  Survey  cf  U.  S.  tax  system  with  empha- 
sis on  federal  income  taxes  pertaining  to  individuals,  partnerships,  trusts.  Class 
preparation  of  returns  and  forms.    Knowledge  of  basic  accounting  desirable. 

*  Accounting  laboratories,  directed  by  laboratory  supervisors,  assist  students  to  apply  classroom 
instruction  to  solution  of  practical  accounting  problems.  Each  class  requiring  laboratory  lias  its 
separate  laboratory  section  meeting  weekly  for  approximately  two-thirds  classroom  time. 
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Taxation  II  (3)  Specially  designed  for  practicing  lawyers,  accountants.  Federal 
income,  excess-profits  tax  on  corporations;  estate,  gift  taxes;  state  and  local 
property,  excise  taxes.  Actual  forms  prepared.  Prerequisite,  6  hours  of  account- 
ing and  10.531. 

Advanced  Accounting  (3)  Third  year  principles.  For  advanced  accounting, 
finance  students,  lawyers.  Partnerships  through  liquidation.  Estates,  trusts. 
Accounting  for  "sick"  businesses;  realization  and  liquidation  reports.  Prerequi- 
site, 10.311. 

Governmental  Accounting  (3)  Study  of  accounting  systems  used  by  govern- 
ments, emphasizing  expenditures  through  the  fund  method;  sources  and  control 
of  cash;  budget  and  statement  preparation.  Primarily  municipal  level.  Pre- 
requisite, 10.311. 

ControIIership  in  Business  (3)     The  controller's  function  in  business.    Emphasis 
on  interpretation  of  accounting  aspects  of  managerial  problems  and  reporting 
thereon.    Role  as  staff  member  of  the  management  team.   Prerequisite,  advanced 
work  in  accounting  and  business. 
Institute  on  Federal  Taxes  (no  credit)     See  Institutes. 

BUSINESS  ECONOMICS 

Introduction  to  Business  Economics  (3)  Introduction  to  major  sectors  of  eco- 
nomics most  useful  to  business  executives.  The  economy:  its  indicators,  meas- 
ures, fluctuations.  The  firm:  economic  tools  for  decision  making.  For  advanced 
undergraduates  and  M.B.A.  candidates  entering  without  principles  of  economics. 
Economic  Analysis  in  Business  (3)  Managerial  economics:  tools  and  methods 
for  application  of  economic  analysis  to  solution  of  business  problems.  Pricing, 
volume,  new  products,  capital  expansion.  Prerequisite,  basic  courses  in  account- 
ing, economics,  and  statistics. 

Foundations  of  Business  Forecasting  (3)  Theoretical  tools  needed  by  executives 
to  evaluate  appraisals  of  economic  outlook.  Analysis  of  business  cycles,  fluctua- 
tions of  income  and  employment.  Economic  indicators.  Reliability  of  forecasts. 
Prerequisite,  19.546. 

Seminar  in  Business  Economics  (3)  Advanced  study  of  the  application  of 
economics  to  particular  problems  of  business  management.  Lectures,  discussion 
and  research.    Prerequisite,  19.546. 

BUSINESS  EDUCATION 

Survey  of  Business  Education  (3)  Principles,  philosophy.  Correlated  readings, 
field  studies,  reports  intended  to  provide  extensive  appreciation  of  nature  and 
scope  of  business  education  in  various  types  of  schools.  Prerequisite  to  other 
business  education  courses. 

Seminar  in  Business  Education  (3)  Advanced  problems  for  graduate  students 
interested  in  developing  special  research  projects  in  business  education  or  in 
preparing  for  comprehensive  examinations  in  this  field. 

BUSINESS-GOVERNMENT  RELATIONSHIPS 

Business-Government  Relationships  (3)     How  individual  business  men  express 

views  and  demands  to  governmental  agencies.    How  organizations  determine 

membership   views   and   adopt   policies   on   business-government   relationships. 

Advisory  committees.    Lobbying. 

The  Business  Administrator  and  Governmental  Policy  (3)     Seminar  using  case 

problems  to  examine  working  relationships  between  business  administrators  and 

government  (local,  state,  federal)  from  business  viewpoint.   Guest  business  and 

government  leaders  participate. 

Institute  on  Business-Government  Relationships  (No  credit)     See  Institutes. 

BUSINESS  MANAGEMENT 

Business  Budgeting  and  Executive  Control  (3)  Budgeting  as  a  managerial  tool 
for  analysis,  planning,  coordination,  control.  Development  of  budgeting.  Re- 
quired of  M.B.A.  candidates.  Prerequisite,  6  hours  in  accounting  and  3-6  in 
statistics. 
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10.557  Operations  Research  in  Business  Management  (3)  Operations  research  as  a 
scientific  aid  to  executive  decisions.  Origins,  development,  basic  concepts,  ap- 
proach. Organization,  function  of  operations  research  group.  Areas  of  applica- 
tion.   Limitations. 

55.520  Automatic  Data  Processing  Systems  (3)  Nature  of  available  equipment;  types 
of  management  applications;  methods  of  a  feasibility  survey;  staffing,  costing, 
programming,  systems  design  and  other  management  considerations. 

55.521  Problems  of  Automatic  Data  Processing  Systems  (3)  Case  problem  approach 
to  the  study  of  the  most  effective  design  and  operation  of  automatic  data  proc- 
essing systems.   Prerequisite,  55.520  or  direct  experience. 

10.560  The  Philosophy  of  Management  (3)  Analysis  of  principles,  techniques,  char- 
acteristics of  successful  administration.  Entrepreneurial  functions.  Formation 
of  policy.  Long  term  planning.  Responsibilities  of  management. 

10.756  Seminar  in  Business  Management  I  (3)  Development  of  executive  skills  of 
students  through  seminar  approach  and  case  problem  methods.  Emphasis  on 
problems  of  chief  administrative  officers  and  their  effective  solutions.  Required 
of  M.B.A.  candidates.  Prerequisite,  at  least  "B"  average  in  graduate  studies  and 
permission  of  Dean  or  instructor. 

10.757  Seminar  in  Business  Management  II  (3)  Continuation  of  but  may  be  taken 
before  10.756.  Development  of  executive  skills  through  seminar  approach  and 
case  problem  method.  Required  of  M.B.A.  candidates.  Prerequisite,  at  least  "B" 
average  in  graduate  studies  and  permission  of  Dean  or  instructor. 

10.758  Seminar  in  Human  Relations  in  Business  I  (3)  Case  problems  and  seminar 
approach  to  increase  students'  capacity  to  work  effectively  with  superiors,  equals, 
subordinates.    Importance  of  human  relations  in  successful  business  operations. 

10.759  Seminar  in  Human  Relations  in  Business  II  (3)  Continuation  of  10.758.  How 
to  get  policy  decisions  executed  through  people.  Either  10.758  or  10.759  re- 
quired of  M.B.A.  candidates  electing  non-thesis  option. 

10.760  Seminar  for  Case  Conference  Leaders  (3)  How  to  conduct  effective  conferences 
and  seminars  by  the  case  problem  method.  Case  problems  used  cover  wide 
range  of  business  problems  and  situations.  Prerequisite,  at  least  6  hours  of 
10.756,  10.757,  10.758,  10.759  or  equivalent. 

31.005    Institute  on  Profitable  Management  for  Small  Business  (No  credit)     See  Institutes. 

31.551    Institute  on  Records  Management  (2)     See  Institutes. 

FINANCE 

10.466  Business  Finance  (3)  How  business  firms  acquire  and  manage  funds.  Nature, 
use  of  financial  instruments.  Lending,  investment  institutions.  Money  markets. 
Corporate  financial  problems.  Government  regulations.  Prerequisite,  basic 
accounting  and  economics. 

10.467  Personal  Finance  (3)  Solving  financial  problems  by  effective  money  manage- 
ment. Increasing  value  of  income:  budgeting,  efficient  saving,  low  cost  borrow- 
ing. Providing  for  retirement,  old  age,  sickness.  Introduction  to  investments, 
insurance,  taxes. 

10.566  Advanced  Business  Finance  (3)  Case  problems  in  business  finance  to  develop 
in  students  skill  in  analyzing  financial  problems  and  making  financial  manage- 
ment decisions.  Both  current  and  long-term  financing  included.  Prerequisites, 
10.466  and  10.211  or  10.400. 

10.567  The  Money  Market  (3)  Nature,  functions.  Effects  on  ability  of  business  firms 
to  secure  funds.  Role  in  investment  planning  and  decisions,  mortgage  financing, 
commercial  credit,  bond,  stock  market.   Prerequisite,  10.566. 

10.568  Investment  Banking  (3)  Functions  and  techniques  of  investment  banking. 
Underwriting,  competitive  bidding,  private  negotiation,  securities  exchanges,  the 
over-the-counter  market,  government  regulations. 

10.569  Investment  Analysis  (3)  General  considerations  in  security  selection.  Timing: 
Dow  Theory,  dollar  averaging,  formula  planning.  Market  fluctuations;  measure- 
ment, analysis.  Information  sources.  Categories  of  securities.  Prerequisite,  basic 
understanding  of  securities  from  experience  or  from  10.466  or  10.467. 

10.570  Advanced  Investment  Analysis  (3)  Securities  analysis.  Investment  approaches, 
theories.  Portfolio  construction,  management.  Emphasis  on  current  investment 
trends,  practical  techniques  for  successful  investment.  Prerequisite,  10.569. 
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INDUSTRIAL  MANAGEMENT 

10.481  Principles  of  Industrial  Management  (3)  Organization  and  operation  of  indus- 
trial enterprise.  Economics  of  production.  Management  of  physical  property. 
Organization  of  physical  plant.  The  production  process.  Production  and  cost 
control. 

10.581  Motion,  Time,  Methods  Study  (3)  Analysis  of  work  methods.  Motion  economy 
and  the  individual's  capacity  for  work.  Measuring  efficiency;  fair  day's  work; 
job  standardization.   Application  to  practical  work  problems. 

10.582  Industrial  Plant  Planning  (3)  How  to  get  a  manufacturing  unit  into  operation. 
Location  of  factories.  Layout  planning  principles,  techniques.  Industrial  build- 
ing.  Relationships  with  production  engineers,  architects,  contractors. 

10.583  Materials  Handling  (3)  Principles,  operating  problems,  training  programs,  cost 
elements,  selection  and  use  of  equipment.  Case  studies  from  business,  industry, 
the  military. 

31.002    Institute  on  Materials  Handling  (No  credit)     See  Institutes. 

10.584  Management  Engineering  (3)  Scope,  history,  functions  of  management  engi- 
neering. Types  of  management  engineers.  Training  and  experience  essential  to 
successful  careers  in  management  engineering.  Prerequisite,  advancd  work  in 
business  administration. 

INDUSTRIAL  RELATIONS  AND  PERSONNEL  MANAGEMENT 

1 3.491  Personnel  Management  in  Industry  (3)  Manpower  management  in  private 
enterprise.  Human  relations  and  human  engineering.  Recruitment,  selection, 
testing,  training,  promotion,  transfer,  turnover;  health,  safety,  morale,  discipline, 
personnel  services,  records,  research. 

10.591  Wage  Administration  and  Job  Evaluation  (3)  Wage  and  salary  determination 
and  administration.  Job  descriptions,  job  evaluation,  job  classification.  Wage 
and  salary  structure;  efficiency  rating;  incentive  systems;  legislation;  occupa- 
tional information.   Prerequisite,  10.491. 

10.592  Industrial  Relations  (3)  Management  techniques  for  dealing  with  organized 
labor,  achieving  labor-management  cooperation.  Unions:  development,  objec- 
tives, policies,  tactics.  Contract  negotiation,  administration.  Government  regu- 
lation.  Prerequisite,  10.491. 

10.593  Advanced  Industrial  Relations  (3)  Methods  by  which  management  negotiates 
and  administers  collective  bargaining  agreements.  Application  of  principles  of 
contract  negotiation  through  role  playing,  mock  bargaining  sessions.  Prerequi- 
site, 10.592  or  equivalent  experience. 

10.594  Supervision  in  Business  (3)  How  to  supervise  people  effectively.  Supervisory 
training;  developing  responsibility,  assigning  authority.  Supervision  and  effective 
communication.  Personnel,  control,  training,  production  functions;  safety, 
morale.   Union  contract  administration.  Prerequisite,  10.491 . 

10.595  Communication  and  Employee  Productivity  (3)  How  effective  employee-man- 
agement communication  can  increase  employee  productivity.  Human  factors  in 
administration.  Techniques  of  program  evaluation  and  correction.  Unions. 
Theory  and  case  studies.  Prerequisite,  10.491 . 

31.001    Institute  on  Employee  Communication  (No  credit)     See  Institutes. 

See  also  courses  offered  by  Psychology. 

MARKETING 

General  Marketing 

11.401  Marketing  Organization  (3)  The  marketing  process:  functions,  institutions, 
channels  involved  in  distribution  of  goods  and  services  from  producers  to  con- 
sumers. Buying  motives.  Role  of  middlemen.  Marketing  practices,  costs.  Pre- 
requisite, for  undergraduates,  69.200,  57.200,  19.202. 

11.402  Salesmanship  (3)  Art  of  salesmanship;  creation  of  consumer  desires,  aiding 
customers  in  buying.  Buying  motives;  selling  techniques;  characteristics  of 
efficient  salesmen.  Selling  in  a  dynamic  economy.  Career  opportunities. 
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11.411  Principles  of  Advertising  (3)  Advertising  approach  to  marketing  problems. 
Advantages,  limitations  of  advertising.  Elements  of  advertising  campaigns; 
budget,  product,  consumer  studies,  media  selection,  copy,  layout,  production, 
scheduling,  testing.   Prerequisite,  11.401  or  advertising  experience. 

11.436  Principles  of  Retailing  (3)  Procurement  and  distribution  of  merchandise  by 
retailers.  Types  of  retail  organizations.  Consumer  economics  from  retailer's 
viewpoint.    Retail  buying.    Pricing  policies.   Planning,  control.   Legal  regulations. 

11.501  Consumer  Markets  (3)  For  marketing,  real  estate,  retailing,  economics  students. 
Consumer  statistics.  Channeling  of  consumer  expenditures.  Store  location. 
How  retail  enterprises  can  increase  their  share  of  consumer  dollar. 

11.502  Marketing  Research  (3)  Collection,  interpretation,  presentation  of  data  as  basis 
for  marketing  decisions.  Techniques  for  analyzing  size,  character  of  markets. 
Sampling,  questionnaires,  surveys,  use  of  company,  external  records.  Prerequi- 
site, 11.401  and  69.200. 

11.503  Industrial  Purchasing  (3)  Role  of  purchasing  in  successful  business  operation. 
Purchasing  policies,  procedures,  organization.  Discussion  and  case  studies.  Par- 
ticularly recommended  for  students  in  marketing,  sales  management,  general 
management. 

11.601  Marketing  Management  (3)  Problem  approach  to  marketing  at  policy  level. 
Pricing.  Selection  of  distribution  channels,  territories.  Competition;  govern- 
ment controls.  Organization,  direction  of  sales  campaigns.  Marketing  tools  of 
management. 

Advertising 

11.511  Sales  Promotion  (3)  Methods  and  devices  to  increase  effectiveness  of  demand 
created  by  merchandising,  mass  advertising,  personal  selling.  Emphasis  on  tech- 
niques aiding  development  of  individual  selling  abilities.    Prerequisite,  11.411. 

11.512  Advertising  Copy  (3)  How  to  write  advertisements  which  increase  sale.  Dis- 
tinctive problems  of  various  types  of  copy  analyzed,  methods  of  copy  testing 
evaluated.    Prerequisite,  11.411. 

11.513  Advertising  Layout  and  Production  (3)  Arrangement  of  headlines,  copy,  illus- 
trations to  achieve  balance,  gaze  motion,  distinctiveness,  legibility.  Type,  paper, 
production  processes.    Practice  in  visualizing,  laying  out,  scheduling,  producing. 

11.514  Advertising  Media  (3)  Analysis  of  media.  Selection  in  terms  of  reaching  de- 
sired markets.  Operations  of  advertising  departments,  scheduling  requirements, 
rate  structures. 

11.515  Direct  Mail  Selling  (3)  Principles,  practices  of  profitable  direct  advertising. 
When,  how  to  use  direct  mail  selling.  How  to  program,  prepare,  buy  direct 
mail  pieces.  Postal  regulations. 

11.520  Advertising  Agency  Management  (3)  Effective  agency  management,  finance, 
accounting.  Long  range  planning.  Advertiser-agency  relationships.  Personal 
work  control  methods.  Merchandising  of  advertising  programs.  Prerequisite, 
permission  of  instructor. 

See  also  courses  offered  by  Communication,  Psychology,  Sociology,  and  Anthro- 
pology. 

Food  Marketing 

11.546  Food  Merchandising  (3)  Buying  procedures;  market  operations;  costs;  profit 
margins.  Sales  planning;  pricing;  advertising;  sales  promotion.  Relations  with 
suppliers.  Having  right  items  at  the  right  time. 

11.548  Food  Store  Management  (3)  Administration  of  food  stores.  Supervision,  devel- 
opment of  personnel.  Expense  control.  Customer  services.  Ordering,  receiving, 
storing,  stocking,  displays,  marking.  Housekeeping,  safety.  Record  keeping, 
reports.    Community  relations. 

International  Marketing 

11.526  Foreign  Trade  (3)  American  markets  for  foreign  commodities;  foreign  markets 
for  American  products.  Types  of  organizations.  Market  analysis.  Securing 
dealers,  agents.  Financing  sales;  credits;  collections.  Information  sources. 
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11.527  Export-Import  Procedures  (3)  Buying  and  selling  in  foreign  trade:  practices, 
procedures.  U.S.,  foreign  government  regulations.  Foreign  trade  law.  Docu- 
ments, banking,  insurance.  Shipping,  packaging,  tariff  problems.  Advertising, 
sales  promotion.    Prerequisite,  11.526. 

See  also  International  Economics,  Economic  Geography  courses  offered  by 
Economics,  International  Relations  courses  offered  by  International  Relations 
and  Organization. 

Retailing 

11.536  Retail  Store  Management  and  Merchandising  (3)  Policy  making.  Merchandis- 
ing. General  administrative  course;  students  analyze  operations  of  actual  store 
from  viewpoint  of  obtaining  maximum  profit. 

11.537  Store  Organization  and  Operation  (3)  Problems  of  department  and  specialty 
store  management  faced  by  operating  executives.  Organization;  location;  layout; 
expense;  personnel;  receiving;  packing;  wrapping,  delivery.  Customer  complaints. 
Protection;  maintenance.    Mail,  telephone  orders. 

11.538  Fashion  in  Retailing  (3)  Fashion  in  selection,  promotion,  selling  of  merchan- 
dise. Effect  on  consumers,  manufacturers,  retailers.  Fashion  cycles.  Current 
fashions;  work  of  prominent  designers.    Career  opportunities  for  men,  women. 

11.539  Merchandising  Home  Furnishings  (3)  How  to  merchandise  home  furnishings. 
Analysis  of  quality,  style,  design.  Price  lines.  Interior  decoration:  planning 
home  interiors.   Color,  form,  function.   Home  furnishing  markets. 

11.540  Retail  Buying  (3)  The  buyer:  functions  and  responsibilities.  Pre-buying  prepa- 
ration; selecting  new  lines;  ordering.  Resident  buying.  Buying  and  merchandis- 
ing.  Problems  in  buying  various  types  of  goods. 

11.541  Consumer  Products  (3)  Basic  information  about  consumer  products:  produc- 
tion, use  characteristics;  comparative  costs;  consumer  appeals.  Basic  materials 
analysis.    For  all  concerned  with  successful  sale  of  consumer  products  to  public. 

11.542  Mathematics  of  Merchandising  (3)  Interpretation  of  operating  figures  applied 
to  selling  departments  or  individual  businesses.  Analysis  of  factors  responsible 
for  profits  and  losses.   Emphasis  on  retail  method  of  inventory. 

11.736  Seminar  in  Retailing  Management  (3)  Problems  of  managing  retail  enterprises 
analyzed  through  case  studies.  Students  attempt  to  develop  managerial  programs 
or  bases  for  managerial  decisions.   Oral  and  written  reports. 

Sales  Management 

11.551  Sales  Management  (3)  Organization  of  sales  department.  Qualifications,  duties 
of  sales  manager.  Recruitment,  selection,  training  of  salesmen.  Planning,  con- 
ducting sales  campaigns.   Sales  trend  studies,  forecasts.  Sales,  cost  control. 

11.552  Distribution  Cost  Analysis  (3)  Marketing  data  as  management  tools  to  reduce 
distribution  costs,  increase  selling  efficiency.  Analyzing  distribution  costs,  profits 
by  products,  customers,  territories.  Effect  on  over-all  position  of  firm.  Pre- 
requisite, 11.502. 

Public  Relations 

17.545  Public  Relations  in  Business  (3)  Media  and  techniques  for  public  relations; 
emphasis  on  business  and  industrial  relationships  with  their  various  publics — 
such  as  labor,  trade,  dealer,  customer,  stockholder,  and  community. 

See  also  other  courses  in  Public  Relations  offered  by  Communication. 

REAL  ESTATE  AND  INSURANCE 
Real  Estate 

11.476  Fundamentals  of  Real  Estate  (3)  Basic  economics,  history,  ethics  of  real  estate 
business.  Role  of  real  property  in  economic  life.  Terminology.  Characteristics 
of  markets.   Values.   Development,  financing,  marketing. 

11.576  Real  Estate  Practice  I  (3)  Principles  basic  to  successful  practice  of  business. 
Land  and  improvements;  ownership  and  interests;  contracts;  title  transfer: 
closing;  deeds;  mortgages;  financing. 
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11.577  Real  Estate  Practice  II  (3)  Practice  operation  of  brokerage  business.  Taxes, 
assessments:  planning,  zoning;  listing,  advertising,  selling.  Brokerage,  property 
management,  leasing,  property  insurance,  appraising,  sub-dividing  and  develop- 
ing, building.    Prerequisite.  J  J .576  or  equivalent. 

11.578  Real  Estate  Law  (3)  Legal  aspects  of  real  estate  transactions.  Requirements  in 
acquisition,  encumbrancer  transfer.  Rights,  obligations  of  parties  in  transactions. 
Survey  of  laws,  analysis  of  cases,  statutory  provisions. 

11.579  Home  Building  (3)  Fundamentals  of  home  building,  buying.  Site  selection, 
architect's  responsibilities.  Design,  building  codes,  zoning.  Construction  mate- 
rials. Setting,  landscaping.  Cost,  financing.  Selection  of  builder,  building 
contracts. 

11.580  Mortgage  Financing  (3)  History  of  mortgage  lending.  Evaluation  of  loan 
applications,  property  appraisal.  Underwriting  mortgage  risk,  selling  loans, 
correspondent-investor  relationships.  Construction  loans.  Government  financing. 
Closing,  servicing  loans.  New  business. 

11.581  Real  Estate  Management  (3)  How  to  manage  property.  Property  management 
as  a  specialized  branch  of  real  estate.  Management  of  commercial,  dwelling 
units.  Neighborhood  analysis,  tenant  selection,  maintenance,  repair.  Public 
relations. 

11.582  Land  Planning  and  Use  (3)  Land  values,  utilization.  Location  problems  cf 
consumers,  businesses,  industries,  households.  Changes  in  land  use  patterns 
produced  by  market  forces  and  public  policies. 

11.583  Real  Estate  Market  Analysis  (3)  How  to  measure  demand  and  supply  for  real 
estate  in  a  local  market.  Sources  of  information.  Population  analysis.  Fore- 
casting techniques.   Prerequisite.  11.577  and  11.502. 

31.504  Institute  on  Real  Estate  Appraisal  I  (3)     See  Institutes. 

31.505  Institute  on  Real  Estate  Appraisal  II  (3)     See  Institutes. 


Insurance 

11.486  Fundamentals  of  Insurance  (3)  For  non-specialists  in  insurance.  Most  effective 
means  of  protecting  individuals  and  firms  against  insurable  risks.  Kinds  of  risks, 
analysis  of  contracts,  comparison  of  costs. 

11.586  Life  Insurance  I  (3)  Fundamental  principles.  Analysis  of  companies,  contracts, 
costs  to  policyholders.  Premium  computation,  valuation,  apportionment  of  sur- 
plus. State  regulations,  laws,  judicial  decisions  affecting  life  insurance.  Course 
preparatory  for  Part  A  of  the  Chartered  Life  Underwriter's  examination. 

11.587  Life  Insurance  II  (3)  Fundamentals  applied  to  estate  planning,  group  insurance. 
Methods  of  computing  mortality  tables,  premium,  reserves.  History  of  life 
insurance;  its  role  in  U.S.  economic  development.  Course  preparatory  for  Part 
A  of  the  Chartered  Life  Underwriter's  examination. 

11.588  Property  Insurance  (3)  Insurance  coverage  of  losses  due  to  fire;  the  fire  insur- 
ance contract;  insurable  interest;  endorsements.  Business  interruption;  multiple 
line  and  all  risk  coverage.  Rates;  reserves:  reinsurance;  loss  adjustments.  Desir- 
able background  for  C.P.C.U.  examination. 

11.589  Casualty  Insurance  (3)  Hazards  underlying  and  insurance  protection  provided 
by  workmen's  compensation,  liability,  automobile,  aviation,  accident  and  health, 
theft,  boiler  and  machinery  insurance.  Rate  making;  regulation.  Prospecting; 
sellinc.   Desirable  background  for  C.P.C.U.  examination. 


SECRETARIAL  STUDIES 

12.101    Beginning  Typing  (2)     Development  of  skill  in   use  of  typewriter  to  produce 
typescript  of  accepted  standards. 

12.103    Beginning  Shorthand  (2)     Complete  theory  of  shorthand.    Development  of  pro- 
ficiency in  taking  dictation. 

12.201    Advanced  Typing  (2)     Professional  typist  development  through  practical  expe- 
rience in  executing  skill  building  assignments  given  on  office  production  basis. 
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12.204  Intermediate  Shorthand  (2)  Review  of  system  student  has  learned.  Practice  in 
taking  dictation  up  to  80  words  a  minute  and  in  accurate  transcription. 

12.303  Advanced  Shorthand  (2)  Development  of  skill  in  taking  new  dictation  of  all 
kinds  at  60-140  words  a  minute  and  in  transcribing.  Open  to  writers  of  all 
systems.   Prerequisite,  12.204  or  equivalent. 

12.305  Secretarial  Practice  (2)  Secretarial  duties  in  communication,  legal  and  financial 
matters,  preparation  of  reports,  use  of  filing  systems,  office  management.  Pre- 
requisite, 12.101  or  equivalent. 

12.403  Expert  Shorthand  (2)  Development  of  skill  in  taking  general  and  specialized 
dictation  at  rates  of  120  words  a  minute  and  up,  and  in  transcribing  it  profes- 
sionally. Open  to  writers  of  all  systems.  Prerequisite,  12.303. 


STATISTICS 

69.200  Business  Statistics  I  (3)  Collection  of  data;  classification;  tables;  graphs;  aver- 
ages; dispersion;  random  sampling;  standard-error  analysis;  linear  regression  and 
correlation  between  two  variables.   Prerequisite,  41.160. 

69.300  Business  Statistics  II  (3)  Price  indexes,  analysis  of  time  series,  indexes  of  physi- 
cal volume,  elements  of  multiple  correlation,  statistical  inference.  Prerequisite, 
69.200. 

69.400  Managerial  Statistics  (3)  Fundamental  statistical  methods,  techniques  useful  for 
management.  Survey  of  first  year  principles.  Required  for  M.B.A.  candidates 
entering  without  6  hours  of  basic  statistics. 

69.500  Mathematical  Statistics  (3)  Frequency  and  sampling  distributions;  simple  sam- 
plings. Binominal,  Poisson,  and  normal  probability  functions.  Cumulants.  bi- 
variate  distributions,  tests  of  significance.  Prerequisite,  a  year  of  calculus  and 
elementary  statistics. 

69.502  Correlation  Analysis  (3)  Simple,  partial,  multiple  correlation;  confidence  inter- 
vals for  simple  and  partial  regression  coefficients;  estimates  with  minimum 
variance;  tests  of  significance;  graphic  methods.  Prerequisite,  work  in  calculus 
and  elementary  statistics. 

69.504  Analysis  of  Variance  (3)  Statistical  analysis  of  randomized  block,  Latin  square, 
and  factorial  experiments;  degrees  of  freedom,  tests  of  significance;  incomplete 
blocks,  unequal  frequencies;  confounding;  analysis  of  covariance.  Prerequisite, 
year  of  calculus,  year  of  statistics. 

69.510  Theory  of  Sampling  I  (3)  Maximizing  efficiency  of  sample  surveys;  stratifica- 
tion; types  of  sampling  units;  sub-sampling;  double  sampling;  biased  methods  of 
selection  and  forms  of  estimate;  precision  and  bias  of  results.  Prerequisite,  work 
in  calculus  and  elementary  sampling 

69.511  Theory  of  Sampling  II  (3)  Advanced  problems  of  sampling  design.  Cluster 
sampling,  sub-sampling,  types  of  costs;  maximizing  information  per  dollar; 
probability  proportional  to  size,  systematic  sampling,  restricted  sample  designs. 
Prerequisite,  69.510. 

69.540  Labor  Statistics  I  (3)  Critical  analysis  of  information  on  occupational  descrip- 
tions and  classifications,  industrial  classifications,  industrial  censuses,  employ- 
ment, payrolls,  absenteeism,  and  unemployment. 

69.541  Labor  Statistics  II  (3)  Wage  rates,  union  scales,  vacations,  retirements.  Prices 
and  real  wages.  Sources,  methods  of  collection,  analysis,  and  presentation. 
Application  to  labor  problems. 

69.570  Quality  Control  (3)  Application  of  elementary  statistical  methods  to  control  of 
quality  of  product  or  work  output.  Prerequisite,  69.200. 

69.571  Sequential  Analysis  (3)  Selection  of  observation  singly  or  in  groups  until  a 
hypothesis  may  be  accepted  or  rejected  with  a  specified  risk.  Emphasis  on 
inspection  problems.  Prerequisite,  a  coarse  in  statistics  with  a  calculus  pre- 
requisite. 
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69.600  Estimation  and  Testing  Hypotheses  (3)  Least  squares,  maximum  likelihood, 
confidence  intervals.  Properties  of  statistics,  criteria  of  estimation;  alternative 
hypotheses,  errors  of  first  and  second  kinds;  desirable  properties  of  test  criteria. 
Prerequisite,  69.502  and  69.504. 


TRANSPORTATION 

12.460  Introduction  to  Transportation  (3)  History,  development  of  transportation  and 
transportation  regulation  in  the  U.  S.  Rate  theory  with  emphasis  on  railroad 
rates.    Prerequisite,  11.401,  19.202. 

12.561  Rail  Transportation  (3)  Railroad  organization,  administration,  operation,  traffic, 
and  finance  in  the  U.  S.  Problems  of  consolidation  and  reorganization.  Rail- 
road labor.  Prerequisite,  12.460. 

31.022    Rail  Transportation  Institute  (No  credit)     See  Institutes. 

12.562  Motor  Transportation  (3)  Highway  system  and  commercial  motor  transporta- 
tion in  the  U.  S.  Construction,  administration,  finance.  Economics  of  private 
automobile  and  truck  operation.  Prerequisite,  12.460. 

12.563  Ocean  Transportation  (3)  Economic  characteristics,  functions,  and  position  of 
the  world's  ocean  shipping  with  particular  reference  to  the  U.  S.  Security  and 
national  policy  aspects  of  the  industry.  Prerequisite,  12.460. 

31.025    Ocean  Transportation  and  Port  Operations  Institute  (No  credit)     See  Institutes. 

12.564  Air  Transportation  (3)  Operation,  traffic,  rates,  and  government  action  in  air 
transportation.    Problems  in  management  of  air-carriers.    Prerequisite,  12.460. 

31.021    Air  Transporation  Institute  (No  credit)     See  Institutes. 

12.565  Western  Hemisphere  Transportation  (3)  Transportation  problems  in  the  U.  S., 
Latin  America,  and  Canada.  Characteristics  of  the  available  means  of  trans- 
portation, traffic  demand,  and  other  principal  issues. 

12.566  Traffic  Management  I  (3)  Factors  determining  rates,  services  for  commercial 
shippers.  Analysis  of  tariffs,  classification,  routing  of  traffic,  shipping  documents, 
liability,  claims. 

12.567  Traffic  Management  II  (3)  Economic  factors  underlying  rate-making.  Duty  of 
carriers  to  establish  reasonable  and  non-discriminatory  rates  and  services.  Rout- 
ing and  misrouting  of  freight.    Students  may  register  for  12.567  before  12.566. 

31.020    Industrial   Transportation   and   Traffic  Management  Institute  (No  Credit)     See 

Institutes. 

12.568  Transportation  Regulatory  Agencies  (3)  Organization,  procedure  of  transporta- 
tion regulatory  commissions.  Consideration  of  Administrative  Procedure  Act, 
rules  of  procedure.  Practitioners  code  of  ethics,  due  process  and  specific  regula- 
tion problems. 

12.570  Airports  and  Airways  (3)  Airport  organization,  function,  type,  traffic,  manage- 
ment, and  National  Airport  Plan.  Airways:  present  system,  operational  im- 
provement plan  and  plans  for  components  of  the  Airway  System. 

12.571  Trends  and  Problems  in  Transportation  (3)  Current  issues  facing  the  various 
modes  of  transportation  in  traffic,  operation,  and  regulation.  Prerequisite, 
12.460. 

12.572  Principles  and  Problems  of  Military  Transportation  (3)  Organization,  coordina- 
tion of  military  transportation.  Relations  with  civilian  agencies.  Use  of  civilian 
carriers.   Capabilities  of  military  transportation  systems. 

12.670  Transportation  Policies  (3)  Advanced  course  on  government,  carrier,  and 
shipper  policies.  Interrelationships  between  transportation  policies  and  those 
governing  other  economic  factors. 

12.760  Seminar  in  Transportation  (3)  Advanced  analysis  of  problems  in  transportation 
operation,  traffic,  and  public  regulation  of  rail,  highway,  water,  air  transporta- 
tion and  pipe  lines.  Discussion  and  supervised  research. 
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INSTITUTES 

Designed  primarily  for  practicing  business  men;  short,  intensive  in- 
struction on  a  time  schedule  planned  to  permit  leave  from  regular 
duties. 

31.001  Institute  on  Employee  Communication  (No  Credit)  Theory,  practice  of  em- 
ployee-management communication.  Principles,  media,  group  relations,  em- 
ployees' opinion  surveys.   "How  to  do  it"  lectures  by  experts.  Group  discussions. 

31.002  Institute  on  Materials  Handling  (No  Credit)  Materials  handling  and  packaging: 
principles,  fields  of  activity,  operating  problems,  space  utilization,  determining 
handling  costs  and  efficiency.  Organizational  aspects. 

31.003  Institute  on  Business-Government  Relationships  (No  Credit)  How  laws  affect- 
ing business  are  made;  how  business  is  represented  in  Washington;  the  political 
climate  and  the  competitive  system;  how  government  is  managed.  For  business 
executives. 

31.005  Institute  on  Profitable  Management  for  Small  Business  (No  Credit)  Intensive 
management  course  for  owners,  operators  and  managers  of  small  business  firms. 

31.006  Institute  on  Federal  Taxes  (No  Credit)  Workshop  on  current  tax  problems  for 
attorneys,  accountants,  business  executives.  Lectures  by  outstanding  tax  experts. 
Question  and  answer  sessions. 

31.007  Institute  of  Management  for  Appliance-TV  Dealers  (No  Credit)  Offered  for  the 
National  Appliance  and  Radio-TV  Dealers  Association.  Principles  of  manage- 
ment, merchandising,  budgeting,  etc.  Lectures  and  seminars. 

31.020  Institute    of    Industrial    Transportation    and    Traffic    Management   (No    Credit) 

Courses  and  field  trips  designed  for  present  and  future  junior  executives  in 
traffic  management. 

31.021  Air  Transportation  Institute  (No  Credit)  Program  of  courses  and  field  trips 
designed  for  present  and  future  junior  executives  in  air  transportation. 

31.022  Rail  Transportation  Institute  (No  Credit)  Program  of  courses  and  field  trips 
designed  for  present  and  prospective  junior  executives  in  rail  transportation 
agencies. 

31.023  Effective  Fleet  Operations  Institute  (No  Credit)  Current  techniques  of  fleet 
management  and  accident  prevention.  For  owners  and/or  operators 

31.025  Ocean  Transportation  and  Port  Operations  Institute  (No  Credit)  Program  of 
courses  and  field  trips  designed  for  present  and  prospective  junior  executives  in 
inland  transportation  agencies  engaged  in  foreign  transportation. 

31.053  Institute  on  Electronics  in  Management  (No  Credit)  Current  developments  in 
electronic  processing  and  automation;  management  problems  and  their  solutions; 
field  visits  and  reports  on  experience;  potential  applications  and  their  challenge 
to  management. 

31.504  Institute  on  Real  Estate  Appraisal  I  (3)  Official  demonstration  case-study  course 
of  the  American  Institute  of  Real  Estate  Appraisers.  Fundamental  theories, 
principles,  mathematics  of  appraising.  Qualification  of  appraiser.  Satisfactory 
grade  accepted  by  Appraisal  Institute  in  lieu  of  Required  Examination  No.  1. 
11.576,  11.577,  11.578,  and  11.582  recommended  for  background. 

31.505  Institute  on  Real  Estate  Appraisal  II  (3)  Case  study  course  II  of  American 
Institute  of  Real  Estate  Appraisers.  Appraising  procedures,  organization,  inter- 
pretation, application  of  data.  Credit  applicable  towards  membership  in  Institute. 
Prerequisite,  31.504  or  passing  Institute  Examination  I. 

31.551  Institute  on  Records  Management  (2)  Offered  in  cooperation  with  the  National 
Archives  and  Records  Service.  Emphasizes  constructive  approach  aimed  at  the 
effective  and  economical  creation,  maintenance,  and  retention  of  records  of 
maximum  use  to  the  organization  concerned. 
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The  American  University 

'WHERE  WORLD  EVENTS  AND  STUDENTS  MEET' 


■^  School  of  Business  Administration 

■^  College  of  Arts  and  Sciences 

-^   School  of  Government  and  Public 
Administration 

-^   School  of  International  Service 


■^   Division  of  General  and 
Special   Studies 

"^   Graduate   School 

■fc  The  Washington  College  of  Law 

^  Wesley  Theological  Seminary 


Gifts  and  Endowments 

Like  all  private  universities,  The  American  University  must  look 
to  private  sources  for  funds  to  supplement  its  income  and  make  possi- 
ble the  growth  of  its  activities.  As  a  university  serving  the  nation  in 
the  nation's  capital,  it  depends  on  its  friends  from  all  parts  of  the 
country  for  support. 

The  School  of  Business  Administration,  the  first  such  School  in 
the  nation's  capital,  is  The  American  University's  tangible  recognition 
of  the  importance  of  business  enterprise  to  our  society  and  of  the  value 
of  sound  business  principles  in  the  management  of  our  government. 
The  School,  therefore,  has  a  unique  opportunity  to  contribute  to  the 
welfare  of  the  business  community  and  the  nation. 

The  School  is  pioneering  in  developing  a  non-political  meeting 
ground  between  business  and  government  where  business  executives 
and  government  officials  can  learn  to  understand  each  other  better  to 
the  benefit  of  our  society. 

Many  progressive  business  organizations,  local  and  national,  have 
encouraged  the  growth  of  this  first  School  of  Business  Administration 
in  the  nation's  capital  by  contributing  to  the  financial  resources  neces- 
sary for  successfully  meeting  this  unique  opportunity.  These  include 
the  Charles  H.  Tompkins  Construction  Co.,  Sears  Roebuck  &  Co., 
International  Business  Machines,  The  Hecht  Co.,  Woodward  & 
Lothrop,  Lansburgh's,  S.  Kann  Sons,  Frank  R.  Jelleff,  Inc.,  and  Giant 
Food  Department  Stores. 

Business  men  and  firms  wishing  to  assist  The  American  University 
in  developing  this  program  are  invited  to  secure  additional  informa- 
tion from  the  President  of  the  University  or  the  Dean  of  the  School 
of  Business  Administration. 
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